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Clean From Top to Bottom 


The Central Life has shown a steady growth dur- 
ing the thirteen years of its existence. Its increase 
of insurance in force has not grown by leaps and 
bounds, but has made a steady, solid growth, allow- 
ing the payment of good dividends to both policy- 


holders and stockholders. 


It is truly a company without a scandal behind it, nor 
a cloud ahead of it. Its officers and agents are 


proud to be connected with an institution with such 
arecord. It isa company witha real future, a com- 
- pany to count on and to build with. 


The Central Life offers ground floor opportunities to life insurance 
men. Write us. 


Licensed to do business in Illinois, Michigan, Minnesota, S. Dakota, 
Nebraska, Iowa, Missouri, Kansas and Texas. 


CENTRAL LIFE 


Insurance Company of Illinois 


OTTAWA, ILLINOIS 
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A Wider Field ~Ea" 
An Increased oS 
Opportunity 








UR Agents can sell policies on the 
annual premium plan, up to $3,000, to 


young men and young women as young as 
age 2—protective insurance and Educational 


and Business Start Endowment Insurance. This 
extension of the age limit for Ordinary Insurance down > 
to age 2 helps our Agents considerably. 
We issue Participating and Non-Participating Policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal ac- 
cident, or with Double Indemnity provisions cover- 
» ing fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and — 
Disability Annuity or Instalment Payment 
features. We insure males and females at 


the same rates. 


“THE OLD COLONY LIFE 
, INSURANCE COMPANY 
i of CHICAGO, ILL.” 


t o. 9. Thursday, March 38, 1921. 
op r ed as second-class matter June 
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Question of Rejections from the Companies’ Side 


Executive of Prominent New England Company Contends that Lack of Underwniting and 
Selection by Men in Field Has Been the Reason for Declination of Much Business 


OSTON, MASS., March 1.— ‘I 
RB should like to see the companies’ 

side of this rejection question 
discussed for a change,” said the vice- 
president of one of the New England 
companies the other day. “It has been 
reported in various ways that life com- 
panies all last year rejected a great 
deal of business that would have been 
written in normal times; that the medi- 
cal departments of the companies have 
become more particular, and that com- 
panies in order to keep the volume 
down to a safe figure have, instead of 
instructing the agent that only a fixed 
amount of business could be written, 
declined to write perfectly good cases 
that would have been willingly accepted 
in the days when the business was not 
so easy to get. Many agents have ex- 
actly this view of the situation. They 
feel that companies have held down 
volume via the rejection route. They 
have the opinion that they have been 
dene an injustice, or that in order to 
hold the writings down to a point 
where the business could be properly 
handled, all companies have tightened 
up and become more discriminating and 
exacting. 


Says Agents Have 
Been Careless 


“It seems to me that it is about 
time that somebody pointed out that 
one big reason why rejections have 
been more numerous recently than be- 
fore (and nobody denies that they have 
been) is that the agents in the field 
have done little or no selecting. The 
comparative ease with which life insur- 
ance has been written has attracted 
many men to the work who are in no 
way qualified to sell life insurance. 
Men of limited or mediocre ability have 
been rushing around getting business 
any place they could. To them, every- 
one has been a prospect. They have 
sent in applications from anyone whose 
signature they could get on the dotted 
line. They have not been concerned 
with whether the prospect measured 
up physically or morally but have 
passed the whole burden of writing the 
business on to the company. They 
have gotten business with a minimum 
of effort. This even applies to some 
agents who, until recently, have been 
regarded as rather good. Hundreds of 
agents have made no investigation of 
cases written and have accompanied 
the application with no report or il- 
luminating comments. They have sub- 
mitted a case for what it was worth, 
and, frankly, many of them have not 
heen worth very much. Are companies 
to be criticized for refusing to write 
much of the business that has been 
submitted to them in this way? Does 
any reasonable man ask that life com- 
panies take most of the business that 
is offered to them just because an un- 
intelligent agent of the ‘I don’t care’ 
type happens to send it in? 


Men Not Getting 
Full enn 


_ “Here is just how hundreds of life 
insurance applications have been written 


in the last couple of years: The agent, 
after getting the consent of the policy- 
holder, commences to fill out the ap- 
plication blank. He hurries through 
the questions, asking quickly, ‘You 
have never had tuberculosis in your 
family, have never used drugs or 
liquors, have never been rejected for 
life insurance, etc.’ The applicant 
merely murmurs, ‘No’ to all the ques- 
tions. He is hurried from one thing 
to another so rapidly that he has no 
time to return intelligent answers. The 
agent simply checks off the answers 
on the blank, dips the pen in the ink 
and hands it to the applicant and says, 
‘Sign here.’ There is absent entirely 
an effort to really get at the facts. 
Naturally, when business of this kind 
gets to the home office, it is looked 
over very carefully, and when an in- 
vestigation reveals a few undesirable 
features, things that the agent could 
have easily found had he taken time to 
look for them, the home office under- 
writer gets suspicious. He begins to 
feel that perhaps there may be other 
aspects to the case that are not quite so 
good as they seem. He looks into the 
thing very carefully and really be- 
comes more particular than he might 
be had the case turned out just as it 
looked at first. 


Many Agents Have 
Not: Cooperated 


“No one profits by this process. An 
agent may be busy, but he is not so 
busy that he cannot take time to get 
at the essentials. What does it profit 
an agent to write a case that he knows 
is unacceptable in some of its features 
only to have it turned down when it 
gets to the home office? It might as 
well be turned down by the agent him- 
self. If there is something the matter 
with the case, an agent of any experi- 
ence, or with even a limited sense of 


discrimination, can detect the flaw. 
What is the use of ‘trying out’ under- 
writers at the home office? If there 
is something wrong with the case, the 
defect will be turned up sooner or 
later, An agent who knowingly al- 
iows the wrong kind of case to go into 
the home office is actually a party to 
a fraud. By not informing the com 
pany he is really assisting the wrong 
kind of an applicant in getting, or in 
at least attempting to get, a policy. 
“There has been so much business 
picked up by all kinds of agents dur- 
ing the last couple of years that com 
panies have been exposed to many 
more rejections. This question gets 
back to the agents themselves very 
largely. They have not been selecting 
their business and so the companies 
have simply been doing it for them. 


There has been less selecting in the 
field and, of necessity, more at the 
home offices. When rejections are 
high, agents themselves share in the 


responsibility for it. They can help 
or injure the cause more than they are 
willing to admit. 


Field Men Cannot 
“Slip Over” Poor Cases 


“The records of any company show 
that certain agents seldom have re- 
jections, while others always show a 
high percentage. This simply means 
that some agents are making a real ef- 
fort to select the right kind of busi- 
ness. They are not writing cases ‘on 
suspicion’ and submitting them to the 
home office only to have them turned 


down eventually. Instead, they are 
acting fre ankly with prospects. They 
are taking time to discuss the pros- 


pect’s own personal affairs, to find out 
if there is anything in his family his- 
tory, previous health record or per- 
sonal habits that make him uninsurable. 
They are getting enough information 
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| INDIANA MEN’S GOOD AD CAMPAIGN 





HE Indiana Association of Life Un- 

derwriters is pulling off a good ad- 
vertising stunt. Life insurance men in 
general are clever advertisers and know 
how to make the appeal. But the In- 
diana men have managed still to “do it 
differently.” They have had a series of 
twelve advertisements, running twelve 
consecutive days in the three daily news- 
papers of Indianapolis, which also cover 


the state thoroughly as well as the 
city. 

The campaign started with a few 
“teasers,” those ads without names or 


definite information, that arouse curios- 
ity as to what’s coming. The first was 
a one-column ad in the form of a play- 
ing card and about the size of one. It 
had a heart, diamond, spade and club 
in the four corners and the word “Gam- 
blers!” in large type at the head. All 
that was in the body of the card was 
the phrase, “The chances are against 
you.” Next day two such teasers were 


run in each paper, with another line 
added, “The cards are stacked.” The 
third day three teasers, with a third 
line; the fourth day, the teaser took on 
larger size and double-column form, 
with additional lines, such as “Red 
shows as often as black.” 


The sixth day the ad occupied about 
one-sixth of a page, still in the form of 
a playing card and with the big word 
“Gamblers!” at the top and for the first 
time the name of the advertiser ap- 
peared—Indiana Association of Life Un- 
derwriters signed at the bottom. The 
ad continues to run that size. 

Teasers are now an old story, and 
speaking generally, about worn out as 
an advertising lure, but these teasers 
seemed to have all the old-time effec- 
tiveness and attracted an immense 
amount of attention. The talks that 
followed in the big ads were “straight 
goods” and made a striking appeal to 
the uninsured. 


irom the prospect to enable them to 
know whether it is going to be worth 
while spending time in sending in an 
application. The agent who sends in 
a lot of poor cases to the home office 
does not get any more poor cases 
passed than the agent who sends one 
in only once in a while, and when he 


does is unaware that it is not up to 
standard. The wrong kind of a case 
does not ‘get by’ at the home office 


under any circumstances. 


Should Avoid 
Misunderstandings 


“It is much easier for an agent to 
deliver a rated-up policy, or a form of 
contract other than the one applied 
for, if the possibility of this happening 
has been discussed with the assured in 
writing the business. The agent who 
has to report to the prospect nothing 
but a cold turn-down by the company is 
in a decidedly unenviable position. The 
news that the company will not insure 
him is unwelcome to most applicants. 
It puts them in a bad frame of mind. 
It often makes them antagonistic to- 
ward life insurance. Prospects who 
have been turned down often say: ‘Well, 
if they don’t want to take me they 
don’t have to. I don’t care. I can 
get along without life insurance. If 
they don’t think I am any good, let 
them think so, and let them keep their 
life insurance policies. I am not both- 
ered.’ An agent has a hard time selling 
a man who is in this frame of mind, 
and very often he need never be al- 
lowed to assume such an attitude. If 
there is something about a man that 
makes it just possible that he is going 
to be turned down, it should be dis- 
cussed by the agent in writing the busi- 
ness. The time for taking it up with 
the prospect is certainly not after the 
case has been rejected. An agent with 
any amount of experience knows what 
a company wants and what it does not 
want, and if there are some unfavorable 
features about a case the agent knows 
what they are and should take them 
up with the prospect before sending in 
the application. If the prospect is put 
into the right frame of mind in the 
first place then after a change of some 
sort is made by the home office and a 
20-year endowment is given when an 
ordinary life is applied for, the policy 
can be delivered without very much 
trouble. 


Rejection Increase 
Is Only Natural 


“There are two sides to this rejec- 
tion proposition. Very few companies 
that I know of have tightened up. 
They are still very glad to get all the 
good business that agents will send 
in to them. They are still rejecting 
all the bad business that is sent in to 
them. Nobody can justly criticize them 
for this. It is largely a case of a much 
heavier proportion af business being 
submitted, which quite naturally brings 
with it a greater number of rejec- 
tions.” 
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AROUSED OVER THE ACT 





MISSOURI RECIPROCAL BILL 





Stock, Fire and Casualty People Are 
Greatly Incensed Over Measure 
Passed by House 





KANSAS CITY, MO., Mar. 1— 
There has been keen interest through- 
out the state owing to the reciprocal 
fire and casualty insurance bill that 
was introduced in the legislature, sup- 
posedly fathered and championed by 
the reciprocal insurance exchanges of 
this city. The bill would make it in- 
cumbent on the insurance commissioner 
to revoke the licenses of companies of 
the states that refuse to admit Mis- 
souri companies, inter-insurers or re- 
ciprocals. ' The insurance men were 
greatly incensed at this bill, claiming 
that it is a scheme of the reciprocals to 
force themselves in the states where 
laws prohibit their admission or at 
least where there are severe regula- 
tions. Under the proposed bill the 
Missouri insurance commissioner would 
have authority to decide whether the 
legislation in other states was too dras- 
tic or not. 


Opponents of the Bill 


Judge John Kennish of Kansas City 
appeared before the senate insurance 
committee to oppose the blil. He said 
that plans were laid before the previous 
election to control the state insurance 
commissionership and insurance legis- 
lation, regardless of which political 
party won. There was a demand made 
on its champions to tell who was back 
of the bill. It passed the house early 
in the week and is now pending in the 
senate. Representative Taylor of Kan- 
sas City, who introduced the bill in 
the House said that he had talked with 
Superintendent Harty about it and had 
received assistance in its preparation 
from Deputy Barbee. He said that 
he had discussed the measure with a 
number of Kansas City insurance peo- 
ple. Supporting Judge Kennish were 
about 200 insurance men from differ- 
ent sections of the state. Their ap- 
pearance was an effort to kill the pro- 
posed legislation. 


Insurance Commissionership 


The directors of the Kansas City 
Chamber of Commerce has joined in 
the protest against the bill. At a 
special meeting last week a resolution 
to that effect was adopted and for- 
warded to the senate insurance com- 
mittee. The stock insurance agents and 
companies have been interested in the 
effort of the reciprocals to get Attor- 
ney Boley of Kansas City appointed in- 
surance commissioner. He is in the 
law firm of Attorney Charles M. 
Howell, who is the attorney for the 
reciprocals and a big frog in the re- 
ciprocal pond. F. H. McDavid of 
Springfield, Mo., in discussing the 
powers given the commissioner in the 
proposed bill said that the wording un- 
doubtedly had been framed by a mas- 
ter hand. Homer B. Mann, the in- 
Surance man of Kansas City, said that 
if the bill becomes a law, companies 
outside of Missouri might seriously con- 
sider curtailing their operations in the 
state and withdrawing any investments 
they have in Missouri. On the other 
hand Representative Taylor and the 
champions of the measure declare that 
the bill is designed to give the Mis- 
souri commissioner power to enforce a 
square deal for Missouri companies 
and reciprocals operating in other 
states. 

Would Cause Ill Feeling 


Insurance men asserted that the en- 
actment of a measure of this kind 
would bring on unfortunate warfare 
with other states. They held that there 
is no necessity for such a drastic law. 
Walter K. Chorn and A. L. Reeves, 
who were formerly in the Missouri de- 
partment, Mr. Chorn having been com- 





Policy Loans Keeping 
Business of Many 
 Policyholders Afloat 


HARTFORD, CONN., March 1.— 
Hartford life insurance companies are 
meeting many calls from policyholders 
for loans which in some instances are 
serving to keep the business of such 
policyholders afloat. 

Secretary James L. Howard of the 
Travelers said: “The call for policy 
loans has been about 50 percent above 
normal. Aside from the policyholders 
who may have been forced to raise funds 
to tide themselves over, many men have 
unquestionably borrowed against their 
policies, as the Travelers makes loans at 
the rate of 5% percent interest, which 
is less than accommodations can be se- 
cured elsewhere. We have found that 
when loan rates are high, there is a 
large call for policy loans, but when 
the rates are low the call for loans 
against policies is small.” 

Secretary Cole of the Connecticut 
General said the increase in call for 
loans had been decidedly large. The 
same report was given at the offices of 
the Aetna Life, Connecticut Mutual and 
Phoenix Mutual. 








missioner, appeared in its favor, they, 
it being understood, representing the 
reciprocals. ‘Attention was called to 
the fact that they had not asked for 
such a stringent law to protect Mis- 
souri companies when they were in of- 
fice. Vice-President J. L. Babler of the 
International Life was present at the 
hearing but did not participate. Charles 
Revelle, attorney for the International 
Life declared that the Taylor bill is 
no more drastic than the laws of many 
other states. 


Kansas City Resolution 


The resolution adopted by the Kan- 
sas City Chamber of Commerce reads 
as follows: “Missouri should refuse 
to let New York, Connecticut, Georgia 
or any other state dictate as to what 
should be required of insurance com- 
panies doing business in Missouri. It 


should grant to other states the same | 


privilege. If any state refuses by duly 
enacted laws or properly made rulings 
to permit a Missouri company to do 
business in such states, that makes no 
excuse for the cancellation of the right 
of any company of that state that has 
fully complied with Missouri laws and 
regulations to do business in Missouri. 
We_believe that this law puts too much 
power into the hands of one man and 
we believe that it is safe to assume that 
some day some superintendent of in- 
surance will, if this law is passed, abuse 
that law. We believe that this is a 
government of laws and not of men.” 


Menace in Wisconsin Bill 


A bulletin is to be issued during the 
week to all members of the Wisconsin 
Insurance Federation calling attention 
to Bill 127 A, introduced by Senator 
Sachtjen in the Wisconsin legislature, 
and referred last week to the committee 
on banking and insurance, providing for 
the elimination of “other than life 
agent” in the statute regulating the pay- 
ment of commissions to others than 
the originating agent. 

“If the proposed change in the statute 
is carried,” the bulletin says, “it will 
work to the detriment of all lines of in- 
surance in Wisconsin. The section is 
to be amended to read, “an agent hold- 
ing a certificate of authority under Sec. 
1976 for writing the kind of insurance 
for which such commissions are paid.” 
The present statute reads, “an agent 
other than a life agent holding a cer- 
tificate.” The hearing on this bill has 
been set for March 10. The Federation 
is urging that letters be sent members of 
the insurance and banking committee, 
so that they may have an understanding 
as to what would follow if the change 
in this statute was made. 








Life Salesman Must 
Catch the Big Idea 
In Selling Policies 


ICE-PRESIDENT R. W. Stevens 

of the Illinois Life believes that 
too many life insurance men are talk- 
ing price instead of service in approach- 
ing their prospects. In other words 
they feel that they must sell premiums 
rather than policies. They talk price 
rather than products. The result is 
that the people to whom they are talk- 
ing are encouraged and permitted to 
compare prices without particular re- 
gard to what is secured for the price. 
Mr. Stevens, in commenting further, 
says: 

“If you have ever had an opportunity 
to observe a mediocre life insurance 
agent in action you know that he gen- 
erally opens his interview something 
like this: ‘Mr. Prospect, how old are 
you?’ Having received the information 
he begins turning the pages of his rate 
book until he finds the page he is look- 
ing for any says, ‘I can offer you a 
policy at an annual premium of $34.08 
per thousand,’ after which introduction 
he begins to talk about the policy, and 
nine times out of ten, the burden of his 
talk will be about cash and loan values 
with very little said as to the real pur- 
pose of life insurance; namely, the pro- 
tection of the prospect’s dependents in 
the event of his untimely death. 


Figures stand Out Prominently 


“The first thought put into the mind 
of the prospect thus approached is the 
price of the policy which he has been 
invited to consider, and throughout the 
interview those figures, $34.08, stand 
out more prominently in his mind than 
any other feature to which his atten- 
tion may be directed. He is thinking 
all the time —$34.08, and those figures 
obscure the view of the weeping widow 
beside the pearl-grey casket, and that 
last scene where the minister says— 
‘dust to dust and ashes to ashes,’ even 
though the agent does undertake to pic- 
ture to the prospect the final scenes in 
his life’s drama. 

“Until a desire to possess has been 
created in the mind of the prospective 
purchaser he will not purchase at any 
price; and the mere quoting of the 
price of an article, the need and de- 
sirability of which is not well im- 
pressed upon the prospect’s mind, 
arouses no interest whatsoever. 


Salesman Must Sell Himself 


“No salesman can ever succeed who 
has not first sincerely, earnestly and 
enthusiastically sold to himself the ar- 
ticle he desires to sell to others; and 
if you think back upon your own rea- 
sons for insuring your own life you will 
find that you did not insure because the 
price was such and such, but you did 
insure because you wanted to secure 
for yourself and your family the ben- 
efits of life insurance. Most certainly 
if you had no conception of what life 
insurance means and what life insur- 
ance does, the mere price of a piece of 
paper called a policy would not induce 
you to purchase it. 


Must Catch the Big Idea 


“The amount of insurance which you 
are seeking to place and the annual 
deposit required to secure it are the last 
things that should be discussed in the 
insurance interview; since, until you 
have created in the mind of your pros- 
pect a desire to possess that which you 
are telling him about, it is of utter in- 
difference to him whether he is expected 
to pay ten cents or ten hundred dollars 
and you cannot get his money. 

“It is the man who has the big idea 
of life insurance and who is full of en- 
thusiasm about the particular kind of 
life insurance he is offering that gets 
the business; and such a salesman can 
collect dollars easier and with better 
satisfaction to his customer than a 
mere price salesman can _ collect 
pennies!” 





INSURANCE AND CREDIT 


CALLED INDEX TO CHARACTER 
Edward A. Woods Emphasizes Im- 
portance at Louisville Congress— 
More than 400 Attend 





LOUISVILLE, KY., Mar. 1.—The 
importance of life insurance from a 
credit standpoint was emphasized in the 
address delivered by Edward A. Woods 
of Pittsburgh, former president of the 
National Association of Life Under- 
writers, at the Sales Congress held 
here last week. He declared that the 
man who has integrity, thrift and un- 
selfishness to a degree which prompts 
him to safeguard his family and his 
business against unforeseen death is the 
man who will find credit in the business 
world. 

Is Index to Character 

Mr. Woods emphasized the point that 
the position of the man in his hold- 
ings of life insurance is an index to his 
character. 

“Character and capacity are depend- 
ent on human life,” he said, and the 
characteristics of the man who will 
buy insurance are apt to be those which 
inspire the confidence of the banks.” 
Banks were cited which will credit a 
man to the extent of the amount which 
he spends annually on life insurance, 
and other banks which always inquire 
if a man expects to die solvent—square 
with the world. 

Symposium of Sales Arguments 

Mr. Woods conducted a general sym- 
posium on sales arguments, in the 
course of which suggestions were made 
freely by the agents in attendance. 

More than 400 life insurance men 
from Kentucky and southern Indiana 
and a number from other states at- 
tended the Congress. The address of 
welcome was made by George W. John- 
son, president of the Louisville Asso- 
ciation, and the response by W. T. 
Graves, president of the Evansville, 
TInd., Association. 


Seovel and Thorp Speak 


Charles W. Scovel of Pittsburgh 
talked on monthly income insurance 
and Orville Thorp, president of the Na- 
tional Association. spoke on “Insur- 
ance to Cover Inheritance Tax.” Mr. 
Thorp also was the chief speaker at 
the Kiwanis Club at noon. He is an 
international trustee of that organiza- 
tion. Commissioner Ramey of Ken- 
tucky, who commented on the high 
class of citizenship represented in Ken- 
tucky by the men in the life insurance 
field; William E. Dillheimer of Spring- 
field, Ill, who spoke on “Champion- 
ship,” and Judge Shackelford Miller 
were the other speakers at the Con- 
gress. 


Business Insurance and Loans 

Two of the largest banks in Mil- 
waukee are now using information 
blanks to be filled out by applicants 
for loan accommodation, which pro- 
vide a line for stating the amount of 
corporation or partnership insurance in 
force with such concerns. Other banks 
are preparing to make similar provis- 
ions in their blanks, and in the mean- 
time bank officials are asking a 
similar question verbally of those seek- 
ing accommodation. It is stated that 
some of the bankers have taken oc- 
casion recently to give, especially to 
the smaller concerns, information on the 
values of business insurance. A cash- 
ier stated that a loan could of course 
neither stand nor fall on the proposi- 
tion, but that a firm having business 
life insurance naturally has a point in 
its favor which it would not otherwise 
have. The Marshall & Illsley bank of 
Milwaukee, in planning its season’s ad- 
vertising campaign, has again provided 
for frequent appearance of copy on the 
value of life insurance as an incentive 
to saving. 
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GENERAL AGENTS NOW 
HAVE THEIR TROUBLES 


With Business Slowing Down, Men 
in Field Ask for More Finan- 
cial Assistance 


HANDICAP IN NEW FIELD 


Man There May Have Written Big 
Business But Is Operating on 
Very Small Margin 


NEW YORK, March 1.—Now that 
business is slowing down companies are 
finding themselves beset with new de- 
mands. It is evident that the men in 


‘the field are going to lose no time in 


asking for greater financial assistance 
from the home offices and general 
agents. From now on there will be a 
smaller amount of cash paid for life 
insurance premiums. Note business is 
already on the increase. The average 


applicant for life insurance is not so 
affluent as he was even six months ago. 
In dull times the companies and gen- 
eral agents always have to get in back 
of the men in the handling of the busi- 
ness. There are already many indica- 
tions that agency heads will have to ex- 
tend themselves in this direction in the 
near future. 


New General Agent's Difficulties 


It is the general agent appointed dur- 
ing the last few vears that is in a rather 
unenviable position just now. Take the 
man with a fourth or a fifth of a state 
under his supervision in a section where 
his company has done little business in 
the past. Such a general agent is usu- 
ally operating on a very narrow margin. 
He has practically no collection fee to 
help him out. His agency has written a 
lot of business during the last 
years, but it has not been in force long 
enough to carry the general agent very 
far financially. A general agent of this 
kind is much like a retail merchant with 
a lot of goods on his shelf that will 
sooner or later be sold but which is 
not providing any ready cash at the 
moment. The general agent in the cir- 
cumstances described will as time goes 
on come out all right financiallv, but 
just at present he is rather up against it. 


Has Money Tied Up 


Most general agents working a com- 
paratively small territory in a rural 
section employ many part-time men. 
They pay them the maximum first year’s 
commission and two or three renewals. 
Their over-riding for the first few vears 
is small. Beginning with the fourth 
year the whole renewal goes to them, 
but during the first three years the 
writing agent gets about all there is in 
it. So the general agent that has been 
on the job only two or three years has 
his money all tied up in the business 
and very little in his pocket. Such a 
man cannot be compared to the large 
city general agent who pays a more 
modest renewal commission, say nine 
fives. and gets a larger over-riding be- 
ginning with the second year. 

One company had to come to the as- 
sistance of a general agent of this kind 
recently to the extent of commuting the 
renewals on much of the business, and 
providing the general agent with the 
cash with which to continue to operate 
in the manner desired. 


Expense Increases Unequaled 


The expense of acquiring new busi- 
ness has risen to a point never before 
eaualed. There have been increases 
all along the line. The man conducting 
a general agency today is facing a fixed 
expense that would have been consid- 
ered impossible a few years ago. Up to 








few | 


| discussion, the committee is called and 





GIVE AGENT A VOICE | 
THAT IS PAUL LODER’S PLAN | 


Superintendent of Home Office Gen- 
eral Agency of Provident Life & | 
Trust Gets Results With It 


PHILADELPHIA, PA., March 2.—| 
“The day when the general agent was 
the czar of the agency is gone, never 
to return.’ 

Thus speaks Paul Loder, superintend- | 
ent of the home office general agency | 
Provident Life & Trust. ~ 
with an engaging smile, 


of the 
young chap, 


Loder has worked wonders with his | 
staff. He believes that the agent should 
have a voice in the running of the | 
agency and he practices what he| 
preaches, | 

“When I went to Chicago to take | 
over the Chicago agency,” he said, “I | 


gathered the agents around and told 
them that they should not think of the 
agency as the Loder agency but as the | 
Chicago agency—as their agency. 
“*The probabilities are,’ I told them, 
‘that you will be here after I am gone.’ 
I was right for today I am in Phila- | 
delphia while they are still in Chicago.” 


Every Agent on Committee 


While in Chicago, Mr. Loder insti- 
tuted a committee with each agent serv- 
ing on it during the year. In this man- 
ner, each agent had some voice in what 
was going on. In Philadelphia he has | 
elaborated on this idea and has a num- | 
ber of committees, composed of from 
three to five agents. 

“It used to be the case,” he stated, 
“where the general agent would put | 
out a bulletin, ‘Say, Jones,’ one agent 
would say, ‘did you see this morning’s 
bulletin? That’s a devil of a way for | 
the boss to act.’ Result—there was dis- | 
satisfaction among the agents. 

“Here when any point comes up for 


debates it. Then it decides what should 
be done. The agents know that what- 
ever ruling is made was issued by their | 
own representatives and are satisfied.” | 


Congress Idea in Force | 


Mr. Loder has turned his private of- 


fice into a committee room. When 
the writer was in his office, one of 
his committee was just about to be- 


gin discussion on the question of re- 
newal contracts. 

There are, of course, a large -num- 
ber of detail matters bobbing up that 
the general agent himself must de- 
cide. But all special questions coming 
up are referred by Mr. Loder to his 
committees. In other words, he has 
adopted in a sense the congress idea 
recently put into effect by a large num- 
her of plants. 

With the agent made to realize that it 
is his agency; that whatever is done 
means dollars and cents to him and that 
he has a voice in the running of the 
agency, there is, and can be, but one 
result—namely, increased business. 








date there has been nothing to Seilieiie 
that expenses are going to decline in 
any particular. More and more com- 
panies are recognizing that they will 
have to make further allowances to 
general agents and branch offices be- 
cause of the heavy expenses. Many 
companies have waited, feeling that a 
drop would come sooner or later. It is 
now seen that there is to be no sudden 
drop, but that the expense item is going 
to recede very slowly. 


“Open Forum” for Field Men 


An open forum will be held at the 
meeting of the Chicago Life Insurance 
Field Men’s Club. scheduled for Thurs- 
day evening at the Y. M. C. A. The 
meeting will be preceded by a dinner 
starting at 6 o’clock. Matters of inter- 
est to the members will be discussed in 
the forum. 





| forced 


a number of insurance men, 


RETURN TO NORMALCY 


M. J. CLEARY IS OPTIMISTIC 


Views Reflected By Omaha Under- 
writers Who Heard His Address 
in Nebraska City 


March 1.—“Amer- 
ica has been on a spree, and this is the 
morning after,” declared M. J. Cleary, 
vice-president of the Northwestern Mu 
tual Life, in a luncheon address before 
the Omaha Chamber of Commerce last 
week. “Regardless of the debt we have 
created, or the expenditures we have 
made, we can now 
ture with a sense of poise. 

will, within a few months, 
normal. 

“Finance in the agricultural area of 
the United States is a bit tight, but 
with the approach of spring and the 
marketing of products of the 
farmers, easier times are in sight. The 
financial stringency, to a great degree, 


OMAHA, NEB., 


Conditions 
return to 


was caused by psychological impres- 
sions. 
“Nebraska, the center of the farm- 
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look toward the fu- | 


INDIANAPOLIS SALES 
CONGRESS BIG EVENT 





| Meeting Proves Successful Even 
Beyond Expectations of Most 
Optimistic 


MORE THAN 500 ATTEND 


Steps Taken for Formation of Indiana 
State Association—President 
Storer in Charge 


INDIANAPOLIS, IND., March 1.— 
The sales congress held in Indianapolis 
Friday was a success even beyond the 
expectations of the most optimistic, Life 
men from the extreme 


were present 


. : 
| ends of the state and the sessions taxed 


the capacity of the large assembly hall 
of the Claypool Hotel, between 500 and 


| 600 being in attendance. 


ing area of the United States, can be | 


regarded as the pivot of the new de- 
velopment which will soon take place.” 
Omaha Men Optimistic 

The views of the Milwaukee man are 
shared to a gratifying degree by local 
underwriters. Following ‘his address 
at the Chamber, which was heard by 
several hundred business men including 
one under 
writer said: 

“There can be no question that the 
year 1921 is growing better with each 
advancing month, yes, with each week. 
Take the month of February. Under- 
writers had looked forward to this 
month, the last preceding the change 
of national administration, with dread 
and shuddering for a long time. The 
insurance fraternity made little or no 
effort to conceal its doubt that the 
month would see some of the hardest 
sledding of the entire year, basing its 
predictions on tradition. 

February a Good Month 

“But, for most companies, February 
has been a good month. Premium re- 
ceipts are showing a nice increase. In- 
deed, some companies report a notable 
increase over the average for the last 
several years for the month. It is be- 
cause the farmers have regained their 
sense of values. Their feet are on solid 


ground. Their instructions to their 
legislators are sound evidence of the 
fact. Their readiness to start the 


wheels of business rotating once more 
in normal fashion is an even greater 
and by far more substantial evidence.” 

It would be difficult to find a more 
confident bunch of underwriters any- 
where in this country than right here 
in the Nebraska metropolis. They are 
talking their goods, and they are sell- 
ing them. 

“T had a deucedly hard time for a 
little while in January,” said one young 
agent (speaking from the salesman’s 
standpoint). I came about as near get- 
ting discouraged as I ever had in my 
experience. Men were grumpy for a 
while and wouldn’t talk business. But 
that period has passed. ‘Back to nor- 
malcy’ seems to fit our Nebraska situa- 
tion. Business is picking up. Business 
has picked up. And I am going after 
a record-smashing volume of business 
this year.” © 


Morrison Made Agency Director 

Wm. Morrison has been appointed 
director of agencies of the Farmers Na- 
tional Life of Chicago. Mr. Morrison 
has had a wide experience, having 
served with the London Life of Canada 
and later with the Dominion Life. He 
served as secretary of the Life Under- 
writers’ Association in London, Ont. 
Mr. Morrison has now taken hold of the 
field work and is out on the firing line. 





of the In- 
presided at all 
the sessions. He extended a cordial 
welcome to the prominent representa- 
tives of the National Association and 
company official guests and to the 
agents who were present from outside 
Indianapolis. 


Elbert Storer 


Association 


President 
dianapolis 


Thorp Reviews Association Work 


Orville 
dent of 


Thorp of Dallas, 
the National Association, vis- 
ualized some of the important work 
that the National Association is now 
doing for its membership and for life 
insurance as an institution. 

He expanded on the subject of the 
educational work which is being done 
now in so many forms for the proper 
development of life insurance salesmen, 
Not only are new men being taught to 
sell life insurance, but men old in the 
game are having their eyes opened to 
possibilities undreamed of. One such 
man who had been selling life insur- 
ance some time before going to Car- 
negie Institute told Mr. Thorp: “They 
taught me how to work.” That is the 
fault with too many men in the business 
today, he said. They have not been 
trained to work. Education of the right 
kind is going to help their producing 
power immensely. 


Tex., presi- 


Scovel on Monthly Income 


Charles W. Scovel of Pittsburgh, ex- 
president of the National Association, 
was introduced as the “foremost sales- 
man of life income insurance in Amer- 
ica.” In a forceful address Mr. Scovel 
held the closest attention of his audi- 
ence for an hour, presenting the theory 
and the methods of selling “Life Income 
Insurance.” A good definition of 
monthly income insurance, he said, is 
“the support of dependent life—monthly 
income for family and old age.” 

He closed his talk with a fine black- 
board analysis of the operation for 
every individual of the family and the 
policyholder himself and his wife, if 
they survive to old age, of the work- 
ing out of'a monthly income policy 
taken out at age 30 by a man with a 
wife and a son and daughter. 


Must 


F. O. Ayres, second-vice-president of 
the Metropolitan Life, was the next 
speaker, his topic being “The Selling 
Process.” Mr. Ayres was extremely 
happy in the presentation of his sub- 
ject, clearly setting forth a variety of 
approaches gathered from his own and 
the experience of others. “Right now.” 
he said, “is a time when we must study 
our business more than for the past three 
or four years. Business has been going 
off the books because it came easy and 
was not properly sold. Much was taken 
because of friendship between agent and 
prospect. The policyholder finally woke 
up to the fact that he was paying out a 
great deal of money, in his opinion, to 


Study Business, Ayres Says 
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Indiana Continues as 


the Hub of the United States 


The center of population of the United 
States as shown by the 1920 census is 
Whitehall, Indiana, in Owen County. 
Getting right down to the very point, the 
hub is the 60 acre farm of John E. Herrin 
which begins in the little hamlet. 


Indiana is the center of many activities. 
It is a state famous in song and story. 
It has produced men and women re- 
nowned in numerous lines. 


The state is the center of life insurance. 
Itscompaniesoperate under the provisions 
of the Indiana law that throw ample 
safeguards about policyholders. Indiana 
is a rich life insurance field. With di- 
versified industries and activities, with 
its numerous thrifty cities and prosperous 
countryside, it presents an ideal territory 













































for'the industrious life insurance|salesman. 






There is an advantage in work- 
ing for an Indiana company 
that confines its operations to 
its home state and 
that cultivates that 
commonwealth in- 
tensively. 








Come with the 


CENTRAL STATES LIFE 


Insurance Co. 


Crawfordsville, Indiana 





If you want to write life insurance in Indiana 


WRITE TO 


THOMAS L. NEAL, 
Second Vice President and Agency Manager 


Secretary, 


Clifford V. Peterson 


President, 


Edwin M. Brown 






































the companies, but he didn’t realize what 
the companies proposed to do for him.” 

“We have just been selling straight 
insurance,” the speaker said. “The 
Suiesinan in the store uses his arts to 
make us buy, the merchant uses his 
windows to attract our attention to what 
he has to offer, and that’s what we must 
do. We must show the prospect what 
he is going to get. We must make him 
want it. We've got to use ideas to make 
the sales.” 

Say “Contracts,” Not “Policies” 


teferring to the use of the word “poli- 
cies,” Mr. Ayres said, “Don’t call them 
‘policies,’ call them ‘contracts.’ You men- 
tion ‘policies’ to your prospect and he 
replies, ‘I’ve got all the policies I want.’” 
He gave a number of examples from his 
own experience where, at lunch:and on 
other occasions when he was in the com- 
pany of wealthy men who already had 
large amounts of life insurance, he would 
broach the subject to be told definitely, 
“I have all the insurance I need. Will 
never buy any more.” In several such 
instances recently Mr. Ayres showed 
how, by disclosing what life insurance 
will do to protect estates and to provide 
funds for inheritance taxes, he has made 
these large insurers realize that there 
was still room for life insurance service 
in their needs.” 


“Bulk Protection” Inadequate 


“The business man today is resting in 
fancied security when he is leaving his 
family bulk protection,” he said, mean- 
ing by bulk protection accumulated 
estates as well as life insurance. Con- 
tracts to cover the shrinkage in estates 
at the death of the founder are certain 
to appeal to the man of wealth. Rich 
men realize that their wives would have 
trouble to cope with business problems 
and are, therefore, open to the sugges- 
tion that they make certain provision 
of the individual members of their fam- 
ilies by means of income insurance, to 
cover the loss in income represented by 
the probable shrinkage in their estates. 
He explained how a prospect can be in- 
terested by showing how, by means of 
life insurance, a business can really be 
“sold” before the death of the man at 
the head of it and upon whom it de- 
pends and so at a far better advantage 
than after his death. 

He said that wealthy men are easy to 
approach on the subject of insurance. 
They know its value. Men of affairs are 
open to new ideas. They don’t want to 
be bored by long interviews, but wel- 
come the agent who comes, stays long 
enough to leave an idea and then with- 
draws. He will be welcomed the next 
time he appears. 

“When we don’t make a sale,” he said, 
“we should turn the reflector on our- 
selves and find why.” 


Makes for Continuity of Home 


“Income insurance makes for the con- 
tinuity of the home,” Mr. Ayres termed 
a “pretty” expression, as it put in a neat 
way a beautiful thought as to the scope 
of such protection. 

Income insurance should also be sold 
to the man of salary and the wage 
earner. It should be put in terms that 
such prospects can understand. To the 
first refer to it, said the speaker, as put- 
ting the wife on the salary list to con- 
tinue to receive it after the husband is 
gone. To the latter refer to it as put- 
ting her on the pay-roll. In many fac- 
tories, he pointed out, the widow who is 
receiving weekly payments under com- 
pensation provision is required to appear 
at the pay window each week at the 
factory for her money. 

The afternoon session opened with a 
motion that a state organization be per- 
fected to unite all the local associations 
in Indiana and this was unanimously 
passed and President Storer of the In- 
dianapolis Association was authorized to 
appoint a committee to arrange the de- 
tails. 

Ganse on Inheritance Taxation 


Franklin W. Ganse of Boston then 
spoke on “Inheritance Taxation and 
Life Insurance.” He gave striking ex- 
amples of a number of large estates 
which have recently been badly depleted 
by inheritance taxes for which provision 
Was not made by life insurance or other 
suitable securities. Among these were 
the Frick, Woolworth, Stillman and 
Fairbanks estates. He gave a number 
of examples showing how life insurance 
could be used on various hypothetical 
estates. He illustrated examples of the 
combined use of Liberty Bonds and life 
insurance to provide ready money to pay 
inheritance taxes. He pointed out that 
Liberty Bonds bought at the low present 
market will be accepted by the govern- 
ment at par in satisfaction of federal 





inheritances taxes. By purchasing half 
enough such securities to satisfy the 
prospective inheritance tax, a part of the 
interest earnings therefrom can be put 
into sufficient life insurance to provide 
the other half of the needed sum, Mr. 
Ganse demonstrated, using a number of 
examples which he set forth on the 
blackboard. 
English Learn Value 


That the English estate holders have 
long since learned the value of life in- 
surance to protect their estates and hand 
them down intact to their heirs, is well 
known, he said. It is the rule for own- 
ers of such estates to charge their in- 
comes with sufficient to take care of 
this. They would regard it a calamity 
to have an estate so left that it would 
be necessary to sell a part of it to sat- 
isfy the taxes. In the United States, 
we have not reached this point, because 
our large estates are yet so many of 
them new and still increasing rapidly. 
The thought of leaving them intact to 
heirs has not been taken into serious 
consideration. 

The heart is often taken out of an 
estate to satisfy inheritance taxes, he 
said, as the best securities are the ones 
that have to be sold to raise ready money 
if severe sacrifices are not to be suf- 
fered on property less easily moved. 


Corporation and Credit Insurance 


Mr. Scovel again appeared on the pro- 
gram, presenting the subject, “Corpora- 
tion and Bank Credit Insurance.” He 
said that the small business man is the 
real field for the life insurance salesman 
who wishes to sell business insurance. 
“He needs it even more than the big fel- 
low and it is easier to sell where you 
have to deal with only one or two men 
than where you have to deal with, 
maybe, several groups.” He gave the 
lines of argument which may be made 
to appeal to the small merchant. “Put 
your prospect in the position he will be 
a morning or two after his partner’s 
death and let him see what he is up 
against,” he said. “There are bills to 
meet, shrinking business to reckon with, 
another’ employe to take the place of his 
dead partner and the partner’s widow 
to satisfy.” All these take cash, he said, 
and life insurance is the only sure way 
to provide for them. “The big thing in 
business insurance,” he said, “is the lit- 
tle business.” 

Barney Pearson of Texas clesed the 
afternoon session with his talk on “The 
Process of Selling.” 

At the banquet in the evening Frank 
Jones acted as toastmaster and Mr. 
Thorpe, Mr. Scovel and Mr. Ganse were 
the speakers. Their talks were clever 
and entertaining and were refreshingly 
free from references to life insurance, 
the day having been packed full of the 
subject. Following adjournment there 
was dancing. 


Court of Honor Plans 


A. L. Hereford, head of the Court 
of Honor, an Illinois fraternal with 
headquarters at Springfield, announced 
in his address before the meeting of 
the presidents’ section of the National 
Fraternal Congress, held in Chicago last 
week, that he had discharged all of his 
deputies and had adopted the plan of 
the Phoenix Mutual Life in appointing 
new representatives. 

Mr. Hereford said that his organiza- 
tion had made several attempts to reach 
an adequate rate basis by increasing 
rates. but that last year it adopted the 
old line policy, based on the Ameri- 
can Experience table with 4 percent 
interest. In selling the new contract 
he found that it was necessary to have 
men who knew the policy, the plans of 
the order and the science of life insur- 
ance salesmanship. He found that the 
poorest business on the books, from 
the standpoint of lapsation, was that 
written by lodge members. 

In adopting the new plan, Mr. Here- 
ford separated the life insurance busi- 
ness from the lodge activities. He dis- 
charged all of his state managers and 
deputies, employing instead a number 
of agency superintendents. Mr. Here- 
ford said that in the short time the new 
plan has been in effect the results were 
very satisfactory. 





Taylors Get More Territory 


Coleman & Wonsetler of Norristown, 
Pa., general agents of the Northwestern 
Mutual Life, have resigned. Their ter- 
ritory is merged with C. B. & H. M. 
Taylor of Philadelphia. 
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Farmers National Life Ins. Co. 
3401 Michigan Avenue, Chicago, Ill., has 





1. $1.75 of admitted assets for 
each dollar of policy lia- 
bility. 

2. Up-to-date policies con- 
taining all popular provis- 
ions and as liberal as any 
company can make with 


safety. 


3. As good territory to offer 
as there is in the state of 
Ohio, Indiana, Illinois, lowa 
or Missouri. 


The only 4. Exceedingly liberal con- 
proper time ° 
ea agin — if ~- per cent or more 
act is i ” : 
Right Now. of your business renews 
_— 5. Can offer something espe- 


cially interesting to honor- 
able men of district agency 
manager size. 
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Efficiency in Salesmanship 


In their contact with men in other 
lines of business life insurance agents 
hear a great deal about improved sales 
methods, and principal among these is 
efficiency. The word efficiency is sel- 
dom applied in the work of the life in- 
surance salesman, and yet it is just as 
necessary in their business as in any 
other. 

The fundamental and most important 
means of attaining efficiency is to learn 
the business which one is engaged in. 
The basic principle of efficiency is 
knowledge. The man who does not 
know that which is required of him is 
not efficient. To assert that many life 
insurance men do not know their busi- 
ness is a broad statement and yet it is 
unfortunately true. 

The best example of inefficiency is 
found in the high-pressure salesman. In 
cases out of ten the high-pressure 
does not know his business, 
he does not know the merits of his 
product or the strength of the institu- 
tion which stands behind it. He sells 
on the strength of his “pep” and force- 
fulness, on his ability to sweep a man 
off his feet and to push something down 
his throat which he would ordinarily 
not swallow. He makes a big fluster 
and presents a strong front, but when 
he meets a man who has been edu- 
cated to his methods he backs out like 
the proverbial lamb. 

Such men are not wanted in the life 
insurance business or in any other busi- 
with the possible exceptions of 


nine 
salesman 


ness, 
patent medicine concerns or oil stock 
propositions. In their creed of sales- 


manship they do not think it is neces- 
sary to know their business. Fortunately 
this type of salesman has been weeded 
out of the life insurance business. The 
public is not buying city halls and 
public parks as freely today as it did 


in days gone by. People demand of the 


salesmen who sell them today a sub- 
stantial product backed by a sound in- 
stitution. The salesman must be able 
to prove that his proposition is reliable 
and worth while. 

This does not mean that a life insur- 
ance agent must know every technical- 
ity of his business. In fact, it is better 
to avoid technicalities, but he must 
know the fundamental principles of his 
business and the benefits to be derived 
from life insurance. The agent who 
applies the principles of efficiency by 
showing that he knows his business 
will create confidence in the mind of his 
prospect, and he will give the impres- 
sion of reliability. There is a saying 
that “reliability is the best ability,” and 
in salesmanship the truth of it is dem- 
onstrated every day. 

Another thing which ‘the efficient 
salesman practices is building an ac- 
quaintance. The man who has tried 
cold canvassing will appreciate the 
value of acquaintance. The man who 
can build up a list of acquaintances 
upon whom he has made a favorable 
impression has the best prospect list 
in the world. He can go to them at 
any time and be assured of a favorable 
He will not be turned down 
so often done in cold 


interview. 
bluntly as is 
canvasses., 

Every day the agent should aim to 
make a new acquaintance. When he 
meets a man who appears to be a likely 
prospect for life insurance he should 
make a memorandum of his name and 
address. He should not solicit him for 
insurance upon meeting him, but at 
some other time he can refer to his 
memorandum and go after him. In this 
way an unending list of prospects can 
be maintained, and it will be found that 
through the acquaintance with them 
business can be written more easily and 
in larger amounts. 


Smaller and Better Meetings 


Tue day of the big insurance con- 
vention is over. 

There will continue to be big meet- 
ings for some time to come, but the 
tendency is away from the gatherings 
that assemble hundreds and thousands 
and toward the sessions that attract 
scores. 

Big companies are inclined to sub- 
stitute group or territorial sessions for 
national meetings and the sales con- 
gresses are becoming bigger factors in 
the life underwriters’ association move- 
ment than the big national convention. 

There is economy two ways in the 
smaller conventions. First, there is 


economy in time spent in getting to and 
from the meeting and economy in 
traveling expenses and then there is 
economy in results. The big conven- 
tion brings on too many cases of indi- 
gestion, both mental and _ tempera- 
mental. Men go to them, hear more 
good ideas than they can possible as- 
similate and accumulate so much in- 
spiration that they find themselves worn 
out by it rather than strengthened. The 


smaller convention provides the attend- 
ant with a mental meal that he can 
digest and good coffee that stirs up but 
not so much that it will keep him awake 
at night and leave him nervous when he 
returns to his regular work. 
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Charles Jerome Edwards, manager of ; telry the other night, and all because 


the Equitable Life for Brooklyn and 
New York suburban territory (the larg- 
est agency of the society, by the way, 
outside the E. A. Woods office of Pitts- 
burgh), returned to New York from 
Palm Beach a few days ago in order to 
attend the annual meeting of directors 
of the New York Plate Glass, with 
which he has long been associated and 
for some years has been senior vice- 
president. He plans returning to the 


Florida resort very shortly, when he 
will complete his vacation. Mr. Ed- 
wards is an intense worker and seldom 


leaves his office during the summer 
months, when business is slack and hard 
driving is necessary in order to stimu- 
late production. His agency is well 
organized and is constantly being 
strengthened through the infusion of 
young and vigorous material. It is a 
large and consistent business producer, 


but never quite equals what Mr. Ed- 
wards feels it should, nor what he in- 
tends it shall. For years C. Jerome 


Edwards has been a leader in the life 
association movement and has ever 
siood ready to do all within his power 
to develop either the local or the na- 
tional organization. 

Aleck Finkelstein of St. Paul, Minn., 
joined the field staff of the Philadel- 
phia Life March 1, 1920, as general 
agent, after having represented one of 
the largest life insurance companies in 
the country for eight years in an execu- 
ive field capacity, having previously 
been associated with a large life com- 
pany as solicitor and prior to that he 
evinced his ability as a business getter 
in connection with a fraternal insurance 
organization. 

In his new connection General Agent 
Finkelstein advanced himself to the 
rank of “Leader of Leaders” of the en- 
tire field force of the company for De- 
cember, 1920, and on March 1 he was 
promoted to the position of state agent, 
having under his jurisdiction the entire 
state of Minnesota. He has appointed 
agents in 28 counties of the state and 
during the nine months ending Dec. 
21, 1920, the combined production ap- 
proximated $200,000 of paid-for insur- 
ance, a large portion being the personal 
work of the general agent. 


W. S. Jarmon, Ser more than a quar- 
ter of a century with the Connecticut 
Mutual Life at Hartford, will retire 
May 1, 1921. At the same time four 
other veterans of the company will also 
retire from active duty. Mr. Jarmon 
is a past commander of the Robert 
Tyler Post, G. A. R. He enlisted in the 
76th Ohio Regiment at the age of 17 
and served four years during the Civil 


War. Last December he celebrated his 
23th anniversary with the Conecticut 
Mutual. 


Benjamin Waterfall entered the serv- 
‘ce of the California State Life Sept. 20 
last. In four months he wrote $409,000 
new business in Tehama county, Calif., 
the premiums being $20,500. All the 
business was written on the endowment 
option and averaged over $50 per thou- 
sand premium. 


Daniel E. Neuber has been appointed 
supervisor of agents for the Detroit 
Life. For a number of years he was 
agency director of the Michigan State 
Life. When the Michigan States was 
taken over by the Lincoln National he 
went with the latter company and was 
in charge of the work in three states— 
Michigan, Indiana and Ohio. 


H. E. Williams, city manager at 
Dallas, Texas, for the Federal Life, 
known as “Happy” Williams because of 
his geniality, is now spending the latter 
part of the legislative session in Austin 
looking after some special legislation 
in which he is interested. But with all 
of that, he was the innocent cause of 
a great fright in Austin’s leading hos- 





that he works for the 
Federal Life. Because of the latter 
connection, he wears a large yellow 
metal shield on his coat lapel on which 
is emblazoned “Federal.” That single 
word caused untold agony on the part 
of a well-known lobbyist who was a 
guest in the same hotel, and who had 
a supply of real liquor, obtained from 
the nearby Mexican border. A _ story 
got out that the place was to be raided, 
and when the man in question was in- 
troduced to Mr. Williams he came near 
suffering a complete collapse until he 
learned that his new acquaintance 
worked for the Federal Life and not 
the federal government. 


of the fact 


James M. Cowan of Aurora, IIL, 
general agent of the Northwestern 
Mutual Life, has completed plans for 
the meeting of his agents at Aurora, 
March 10. There will be a business 
and educational meeting during the 
afternoon and a dinner will be served 
in the evening. Some of the home 
office people will attend. 


O. H. Rockhold, superintendent of 
the mortgage loan department of the 
National Lite U. S. A., who has served 
in that position for 12 years, has been 
elected vice-president and treasurer of 
the First National Bond & Mortgage 
Company of Chicago. He has also been 
elected vice-president of the Inter- 
State Investment Company, an affiliated 
concern. On Dec. 31, the National Life 
had something like $8,000,000 invested 
in real estate first mortgages on farm 
and city land. 

A. F. Sommer, superintendent of the 
Metropolitan Life at Cincinnati, who 
will round out his 25th anniversary on 
March 8, will be given a dinner by the 
home office on that evening which will 
be attended by President Haley Fiske 
and other home office officials. Mr. 
Sommer is one of the prominent life in- 
surance men of Cincinnati, an ex-presi- 
dent of the Cincinnati Life Under- 
writers’ Association and one of the best 
known life insurance men in southern 
Ohio. 


Fred S. Stripp, who has been ap- 
pointed manager of the Fidelity Mutual 
at San Francisco, Cal., is one of the 
well-known life insurance men in his 
section. Until recently he was superin- 
tendent of the Metropolitan Life at 
Spokane, where he was active in the 
work of the life underwriters associa- 
tion. He started in life insurance in 
Salt Lake City in 1912. He went to 
Vancouver, B. C., for his company 
and later was placed in charge of 
Spokane. 

At the 23rd annual banquet of the 
Creve Coeur Club of Peoria, Ill, hon- 
oring the birthday anniversary of 
George Washington, Emmet C. May, 
president of the Peoria Life, who is 
also president of the club, acted as 
toastmaster at the banquet. The speak- 
ers were J. F. T. O’Connor of Grand 
Fork, N. D., who was fusion candidate 
for governor; Real Admiral Samuel 
McGowan of Washington, D. C., pay- 
master general of United States Navy, 
Rabbi Nathan Krass of New York; 
Bishop Austin J. Dowling of St. Paul. 


James P. Whedon of Chicago, who 
has been a resident of the city for over 
50 years, died Tuesday. He was one of 
the founders of the American Bankers 
of Chicago and served as its vice-presi- 
dent and treasurer until he recently re- 
tired. Mr. Whedon was a loveable man 
with ‘many valuable traits of character. 


W. P. Gannett. one of the oldest 
agents of the Northwestern Mutual 
Life, died at his home in Providence, 

a He was general agent for Rhode 
Island for a _ considerable period. 
After his resignation he kept up his 
personal business. 
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ACTIVITIES OF THE YEAR 





COMMENT ON LIFE INSURANCE 





Superintendent Phillips of New York 
Makes Observation on Some 
Signs of the Times 





ALBANY, N. Y., March 1.—Jesse S. 
Phillips, superintendent of insurance, 
has transmitted to the legislature the 
preliminary text of his annual report, 
wherein he refers to departmental ac- 
tivities for the past year, discusses ques- 


tions now of interest to the insuring | 


public, and recommends several impor- 
tant amendments to the insurance law. 
In discussing the subject of life in- 


surance, Mr. Phillips shows the | 
enormous growth since 1906 in the | 


amount of insurance in force and the 
assets of legal reserve life insurance 
companies. He states that while in 1906 
outstanding insurance in force amounted 
to $12,955,183,601, on Dec. 31, 1919, the 
amount of such insurance in force was 
$29,712,083,607, and that the assets of 
such companies on Dec. 31, 1919, 
amounted to $6,096,788,789, while in 
1906 the assets were only $2,851,910,924. 
The above amount of outstanding insur- 
ance is exclusive of that written by 
fraternal societies and assessment com- 
panies which on Dec. 31, 1919, had in- 
surance in force amounting to $6,917,- 
056,425. 
Relief for Smaller Companies 


3ecause of the increased expense of 
writing new business, Mr. Phillips 
recommends an amendment to section 
97 of the insurance law permitting to 
the smaller life companies a slightly 
larger expense margin for the acquisi- 
tion of new business, which he believes 
is necessary because of the fact that the 
smaller companies will have consider- 
able difficulty in conducting their busi- 
ness properly and still keep within the 
expense limitations of the statute. 


Foreign Country Transactions 


Mr. Phillips states that because of the 
condition of foreign exchange, domestic 
companies not authorized to transact 
business in foreign countries but hav- 
ing policyholders and policy obligations 
therein payable in the currency of such 
countries, should be permitted to invest 
in the securities of these foreign coun- 
tries in an amount not exceeding the 
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A GENUINE OPPORTUNITY 


We have applied for admission to the State of Washington and 
desire to communicate with 


A Real General Agent 


for 


Western Washington—Headquarters, Seattle 


Good First Year’s Commissions 
Splendid Renewal Commissions 
Liberal Agency Expense Allowance 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL MINNESOTA 

















reserve on the outstanding policies 
therein. This he believes is necessary | 
in order that these companies may pro- | 
tect themselves from loss in case the | 
exchange rate returns to a _ normal | 
basis. As there is no authority for | 
such investment, an amendment to the | 
insurance law is recommended. 


Steck Holdings 


Reference is also made to the law | 
requiring life companies to dispose of | 
their stock holdings on or before Dec. | 
31, 1921. Mr. Phillips gives data show- 
ing the aggregate par value of such | 
holdings on Dec. 31, 1920, whereby | 
it appears that there has been a large | 
reduction in the same during the past 
four years. The superintendent states 
further that to require the companies 
to dispose of such stocks before Dec. | 
31 of this year would cause great loss 
to the companies and their policyhold- 
ers, and suggests another five years’ 
extension. He states further that while 
the companies should dispose of these 
securities during the extended period 
if they can do so without loss, never- 
theless, in order to obviate the pos- 
sible necessity of coming to the legis- 
lature at the end of the extended period, 
he believes it advisable to give to the 
Suprintendent of Insurance the power 
to grant such further extension as may 
be advisable in order to further the in- 
terests of the companies and their pol- 
icyholders. He, therefore, recommends 
an amendment accordingly. 





WANTED 
MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 
Guaranteed Low Cost Policies. As Good as We Can Make Them. 


Any one of the above is an absolutely first class opportunity. If your record is clean and you can 
furnish evidence of your ability as a Personal Producer, your application will be considered. 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rooke Chicago 
O. W. JOHNSON, President — S. W. GOSS, Vice-Pres. and Agency Mgr 











George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Month'y 
Income Coupon Bond Policies are growing in ey We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 
particulars address 


C. B. BEAUMONT, State Manager, 2205 E. 83rd St., Cleveland, Obio 














The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the com- 
panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J. H. Leffler, Acting President MUNCIE” Dragoo, SecreNDIANA Harry H. Orr, General Counsel 
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CAPITAL, $200,000.00 


A company born in the West, 
built for western 
by western men. 


GOOD AGENTS WANTED 





Progressive In Its Ideas 


Conservative In Its Management 





STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 








AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, TEXAS 
W. L. MOODY, JR.., President 


SIXTEENTH ANNUAL STATEMENT 
December 31, 1920 
LIABILITIES 


Net Reserve, American Exper- 
ience 3 2nd 3) per cent......$7,396,045.84 
Special and Contingent Re- 


Real Estate Owned $ 86 
Mortgage Loans, First Liens... 3,794,020.00 
Collateral Loans 000.00 








Loans Made to Policyholders toe heed hanenee 259,645.61 

(on this C y’s Policies). 833,036.67 Reserve for Death Losses in 
LR na Re RE 2,308,800.5. Process of Adjustment ...... 90,378.28 
Cash in Banks ..... ceeeseceee 1,061,568.06 All Other Liabilities ..... 117,915.57 
Certificates of Deposit......... 46,430.00 Capital Stock.......$500,000. 
Interest Due and Accrued...... 201,563.71 Assigned Funds .... 213,379.00 
Net Deferred and Uncollected Es enen bu dalads 728,000.54 

Ne a el 189,248.61 Surplus to Policyholders ...... 1,441,379.54 
ee reer 4,196.87 

ML cxeuncandenwe $9,305,364.84 Me isdanacncnnae $9,305,364.84 


Life Insurance in Force, $145,648,442.00 


Paid Policyholders, $9,106,964.47 
“ANCHOR TO THE ANICO” 


For further information communicate with 


C. S. HUTCHINGS, Actuary and Agency Mgr., Ordinary Department 
W. J. SHAW, Secretary and Mer., Industrial Department 








More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Jan.1,1910 Jan. 1, 1915 









Jan. 1, 1920 








Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 191,495,761 






Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President | CINCINNATI, OHIO 
Organized February 23, 1888 































NEW MILWAUKEE PLAN 





BOARD FROM ALL COMPANIES 





Underwriters Will Present It to Na- 
tional Association As Substitute 
for Old System 





MILWAUKEE, WIS., March 1.—A 
new form of operating the affairs of the 
Milwaukee Association of Life Under- 
writers was adopted at the annual 
meeting last Friday, and members pre- 
dicted that this method will undoubtedly 
be of interest to the many other local 
associations throughout the United 
States. Milwaukee members will offer 
the plan to the National Association at 
the annual meeting in West Baden, 
Ind., next September. 

In adopting the by-laws presented as 
a model by the National Association, 
the Milwaukeeans changed the sections 
in Article 5 relating to officers and 
committees, and besides the usual set of 
officers provided the following, taking 
the place of all committees, councils, 
etc.: 

A board of directors consisting of 
members of each company agency in 
good standing in Milwaukee, to be ap- 
pointed by the president. After the 
first year, one-third of the membership 
is to be appointed annually. 


Eliminate Old Committees 


The elimination of executive and 
other committees was proposed by E. 
A. Marthens, one of the first presi- 
dents of the organization and now 
president of the Wisconsin Insurance 
Federation. Mr. Marthens said: 

“The president retiring each year, or 
upon election of a successor, should 
surely be officially past-president. The 
new presidents often come in without 
the necessary experience and contact 
with the affairs of the association. 
Some time is lost in getting acquainted. 
This is true regardless of what com- 
mittees the official in question has been 
a member of. The new plan should 
strengthen the organization. It will 
show every agency represented in the 
guidance of the affairs of the associa- 
tion. It will eliminate the thought that 
is sometimes on the minds of members 
in this and undoubtedly other life un- 
derwriters’ associations, that a few 
companies are running the whole show. 
It means always a good backing to the 
president. It means a continuation and 
fruition of plans that are started and 
sometimes never finished because a new 
administration comes in and things get 
lost or side-tracked.” 


Success Up to President 


Albert E. Mielenz, manager of the 
Aetna agency, suggested that the direc- 
tors be elected and they in turn elect 
the officers. Samuel O. Buckner, in- 
spector of agencies of the New York 
Mutual Life, said: “The success is up 
to the president. The new plan will 
avoid the injection of personal consid- 
erations.” 

Mr. Marthens said that the usual 
committees are frequently found in- 
active and a lack of attendance be- 
comes noticeable as the year wears on. 
The new plan will eliminate these 
things. 

The plan was unanimously adopted. 
With reference to dues to the national, 
the association voted to prorate the dues 
of members coming in late in the fiscal 
year. 

Olson New President 


A. C. Olson, special agent in Mil- 
waukee of the Northwestern Mutual 
Life, was elected president. Manford 
W. McMillen, city manager of the Pru- 
dential ordinary department, positively 
declined re-election and literally 
“gavelled” himself out of the running. 
Other officers elected were: First vice- 
president, Gifford L. Vermillion, Mu- 
tual Life of New York; second vice- 
president, Al C. Becker, New York 
Life; secretary, E. R. Gettings, Na- 








ENTERTAINMENT PLANS 


MEDICAL SECTION PROGRAM 





Ladies Constitute the Committee in 
Charge of the Social Events at 


Excelsior Springs 





A committee of ladies has gotten up 
an entertainment program for the 
Medical Section of the American Life 
Convention which will hold its annual 
meeting at Excelsior Springs, Mo., 
starting March 16. Mrs. C. N. Mc- 
Cloud of St. Paul, wife of the medical 
director of the Minnesota Mutual, is 
chairman of the committee. The other 
ladies comprising the committee are: 
Mrs. ‘ Jenney, Mrs. Frank L. 
Truitt, Mrs. Franklin B. Mead, Mrs. 
Charles G. Taylor, Mrs. Henry Wire- 
man Cook, Mrs. T. W. Blackburn and 
Mrs. E. J. Wilson. The entertainment 
program is as follows: 


Wednesday, March 16 


9:30 a. m. Registration, and greeting 


by Entertainment Committee. 


11:00 a. m. Auto trip around Excelsior 
Springs, for ladies. 

12:45 p. m. Get-together table d’hote 
luncheon. 

6:30 p. m. Dinner, entertainment by 
local vocalists. 

8:3 Pp. m. Dance in ballroom, enter- 
tainment through courtesy of Kansas 
City life companies. 

Thursday, March 17 
10:00 a. m. Golf putting contest, bowl- 


ing, hike to Country Club, for ladies. 

2:30 p. m. Athletic contests on hotel 
lawn: Indoor baseball between north 
and south; captain of northern team, Dr. 
W. H. Bodenstab, Bismarck, N. D.; cap- 
tain of southern team, Dr. J. P. Turner, 
Greensboro, N. C. Silver loving cup to 
be held by captain of winning team for 
one year. Races, etc. 

4:30 p. m. Tea, and announcement of 
prizes, on balcony. Dr, H. E. Sharrer, 
official announcer. 

8:30 p. m. Dance, and cake walk by 
colored entertainers, followed by dancing 
in ballroom, and cards on balcony. 

Friday, March 18 

4:30 p. m. Farewell tea on balcony 

for everybody—informal. 


C. Hubert Anderson’s Change 


Cc. Hubert Anderson of Ft. Madison, 
Ia., has been appointed head office su- 
pervisor of the Fidelity Mutual Life. 
For the time being he will give his at- 
tention chiefly to organization work in 
Iowa, Illinois and Indiana. He is a well 
informed life insurance man and re- 
cently resigned the position of super- 
intendent of agents of one of the western 
companies. 


W. Jasper Howell 


W. Jasper Howell has been appointed 
manager of the Fidelity Mutual for 
Northwestern Ohio, with headquarters at 
Toledo. He was formerly a Baptist 
minister and has traveled extensively 
through Europe and the Holy Land. He 
resigned from the ministry five years 
ago and entered life insurance work. 








tional Guardian Life (re-elected); treas- 
urer, Maj. R. W. Corbett, Old Line Life 
(re-elected). Mr. Vermillion pleaded 
to be excused on account of his travel- 
ing, but the association insisted on 
electing him. 

Mr. McMillen’s administration, result- 
ing in doubling the membership of the 
association, which now numbers 282, 
was complimented by several speakers. 
Mr. McMillen then read a paper on 
“How to Kill an Organization and How 
to Build an Organization.” Rising votes 
of appreciation were adopted. Mr. Ol- 
son said: 

“I ask your cooperation. There are 
stormy times ahead and many difficult 
problems. State insurance will go 
through the fight this year or in the 
next legislative session two years 
hence. We have got to fight or we will 
find ourselves out of a job. I will ap- 
point the new directorate as soon as 
careful consideration permits.” 

A resolution was adopted to instruct 
the new administration to at once take 
up legislation being proposed at Madi- 
son. 
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CRAWFORD H. ELLIS, President 


Pan-American Life Insurance Co. 


EDWARD G. SIMMONS, Vice President and General Manager 






HOME OFFICE—NEW ORLEANS, U.S. A. 








ASSETS 
as eee ne wae Ae None 
First Mortgage Loans on Real Estate. ... . .$5,258,992.73 
I ie coy eee e Kaa 89,400.00 
a a 1,549,722.44 
SOREUE. DEORE VEINE. xcs ccecccnvseccevers 42,500.00 
Policy Loans and, Liens. ............see00. 794,284.67 
NE ee ns. cue aenecneean 68,381.92 
Cass tm ORice Ord TOS. «2. ccccsccccccecs 373,192.93 
pg Ee ee eee 83,481.44 
Permstere OG FURteres... ccc ccccccccncccccs 45,907.68 
Ce ee 200,447.49 
Net Uncollected and Deferred Premiums... 210,746.72 
Due from other Companies for Death Claims 

on Re-Insured Policies. ..........ce..; 4,000.00 
Miscellaneous Assets..............csceeee. 21,002.91 
$8,742,060.93 


Financial Statement—December 31, 1920 


LIABILITIES 


Legal Reserve on Policies in Force as Re- 


quired by LawW...cccccccccccccceccecn $6,946,242.79 
Death Claims Reported; Proofs Incomplete 58,508.28 
ee ek eT ereTT reer ye 46,900.00 
Bills, Accounts, Medical and Inspection 
Fees Due and Accrued................ 6,610.48 
Suspense ACCOURE...ccccccccccccccccsececs 1,653.01 
Agente’ Credit Batemees. ..cccccccccscscess 3,681.93 
Premiums Paid in Advance................ 5,547.92 
Interest Paid in Advance................: 12,308.19 
Re-Insurance Reserve Account............ 54,858.74 
Miscellaneous Liabilities... .....cccccccecess 10,971.36 
Surplus Apportioned for Contingencies..... 51,318.94 
Surplus to Policyholders Over All Liabili- 
ties, Actual or Contingent............. 1,543,459.29 
$8,742,060.93 











New Insurance Paid for in 1920 - - 
Insurance in Force, December 31, 1920 





$31,433,676 
- = = = = = «= $91,408,227 














MONTANA LIFE INSURANCE COMPANY 


HELENA, MONTANA 
Annual Financial Statement - -- December 31, 1920 


ASSETS 

Book Value of Real Estate.................... $ 33,769.76 
CTD 12 abendesedtssa6ets oeeee 1,617,133.60 
PD icritnnckcuadézedcamwbecechekeeen 404,898.82 
Renewal Premium Notes ..............-eeeee- 25,485.70 
DD. 4 cick neekdeeidaebskeeheak baa aaa 364,660.13 
Advance Payment, City of Helena Water Bonds . 2,500.00 
Liberty and Victory Bonds, and U.S. Certifi- 

cates of Indebtedness ..............-+-- .... 373,675.00 
EAC SSELSS aaee Ae Peres ena ae ee ee 129,551.43 
Certificates of Deposit (Surety Bonds) ......... 305,359.90 
EI TNE, BOGE. 6 on vccccestcasrececccess 25,504.93 
Interest Due and Accrued ................ 54,044.36 


miums (Less Loading and Non-admitted Items) 66,637.71 
PEREMES CE? ROGUES ccc ccsccccvessecss $3,403,221.34 


LIABILITIES 

Reserve (Less Reinsurance) ..........2.ccccees $2,222,798.00 

Extra Reserves for Double Indemnity and Total 
EE oc. nero ekeenh makeb eet es 99,068 .00 
Not Yet Due on Monthly Income Policies...... 20,369.00 

Death Claims Reported (Complete Proofs Not 
Ce wkawch ete sv eee ebudenea 21,904.00 
Coupons Left with Company and Interest Thereon 367,007.00 
Premiums Paid in Advance .................-. 12,258.22 
Unearned Interest Paid in Advance ............ 13,696.62 

Medical Examiner’s Fees and Inspection Fees 
RU dic class Uap aaltp gidb a eck ie xeaiaws 1,260.00 
Se ee ee eS 7 5,699.41 
Accrued Taxes (Estimated) ................... 29,844.00 
$2,793,904.25 
A ck entnssededeskoesseekexe 250,000.00 
fs I oe 359,317.09 


SURPLUS TO POLICYHOLDERS $609,317.09 


Attractive general agency contracts for substantial and reliable producers and 
organizers in California, Oregon, Washington, southern Wyoming, Utah and Idaho. 


Business in Force December 31, 1920, $35,379,261.00 


H. R. CUNNINGHAM, Vice-Pres. and Gen. Mgr 


Helena, Montana 
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His Name and His Ideals 


A group of high minded business. men were 
decided upon organizing a life insurance company. 


What should they name it? 


As they pondered upon a title which would best 
express their noble motives, one of their number 
arose. He was Perry A. Randall, since passed to his 
reward and who has been honored by a monument 
by the City of Fort Wayne, Indiana. 


“Gentlemen,” he said, “We want a name so proud 
that men and officers will give their lives to keep it 
stainless; we want a name so simple and strong that 
all the world will honor and love it. Theonly name 
of modern times to fill these requirements is that of 
Abraham Lincoln.” 


Those business men gave thought to the name 
and character of Lincoln. They realized the power 
of his simplicity and of his ideals of service. They 
considered his sense of justice, his moral courage 
and his stainless honor. 


And they chose the name of Lincoln, and the 
service ideals of the life of Lincoln became the service 
ideals of The Lincoln Life. 


You link up with those ideals when you— 








(Cink uP (‘wim THE @ LINCOLN) 





The Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’’ 
Lincoln Life Building, Fort Wayne, Indiana 
Now More Than $160,000,000 in Force 














CONDITIONS IMPOSED _ 
ON MOUNTAIN STATES 


Colorado Commissioner Announces 
Terms on Which Company 


Will Be Relicensed 








SEPARATION IS REQUIRED 





Sales of Stock and Life Insurance Must 
Be Made Independent Trans- 
actions Entirely 





DENVER, COL., March 2.—The 
Mountain States Life will not be reli- 
censed in Colorado until and unless the 
following ten conditions are complied 
with, under official order of Commis- 
sioner Wilson: 

1—The assets of the insurance com- 
pany shall be such only as are author- 
ized by the statute. Legal securities 
shall be substituted for those which, 
however valuable, are not legal. 

2—All policies shall give a full $5,000 
coverage from the date thereof for a 
full $5,000 premium as charged. Poli- 
cies already issued shall be adjusted ac- 
cordingly. 

3—The Mountain States Service Com- 
pany shall make and maintain a 
bonafide public offering of all the stock 
in said insurance company which it has 
for sale. . 


Must Separate Applications 


4—The forms of application for stock 
and for insurance shall be on separate 
sheets of paper and entirely separate 
and distinct. 

5—The service company and _ its 
agents in offering stock for sale and in 
soliciting for insurance shall offer the 
same in such a way that neither propo- 
sition will be in any manner contingent 
upon the acceptance of the other either 
directly or indirectly. One proposition 
shall not be submitted until a definite, 
final and complete decision has been 
reached by the prospective purchaser 
upon the other; and when such final de- 
cision upon one proposition is reached 
it must not be altered in any way by 
the submission to the prospective pur- 
chaser of the other proposition. 

6—If stock is subscribed for by a 
policyholder the subscription contract 
shall be worded in such a way that at 
certain reasonable intervals the ‘pur- 
chaser may pay it in cash. 

7—If stock is to be paid for by divi- 
dends upon a policy the policyholder 
shall have the right to have such divi- 
dends in cash at any time should he so 
desire. 

8—Dividends which have been ap- 
plied on stock shall not be forfeited if 
the policy lapses. 

9—All interest earned upon the notes 
given in payment of subscription to 
capital stock will go to the company. 

10—It will be the duty of the com- 
pany to see that the agents clearly un- 
derstand the conditions herein that per- 
tain to the selling of insurance or 
stock. The company will be held 
strictly accountable for the actions of 
the agents. This order may be supple- 
mented should the need for additional 
requirements become apparent. 


Hoffman at Wisconsin Hearing 


Fred Hoffman, vice-president of the 
Prudential, will go to Madison, Wis., 
on March 10, to attend the hearings 
on the proposed unemployment com- 
pensation bill. Mr. Hoffman’s expert- 
ence while investigating unemployment 
insurance in England will be pitted 
against the studies and conclusions of 
Dr. John R. Commons of the Univer- 
sity of Wisconsin, author of the Wis- 
consin bill, and a “merry party” is 
expected. 
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CONTEST IS DEFERRED 


DROP ROBERTSON LAW FIGHT 





Efforts to Secure Repeal Will Be Re- 
newed at Special Session of 
Texas Legislature 





AUSTIN, TEX., March 1.—All hope 
of modifying or repealing the Robert- 
son compulsory investment law by the 
present session of the Texas legislature 
has been abandoned and it is now be- 
lieved that the governor may submit 
the question to a special session to be 
called early in March upon the adjourn- 
ment of the present regular session. 

It was decided that the time remain- 
ing for the consideration of such an 
important bill in the regular session 
was too limited and that the bill would 
have a much better chance when spe- 
cially submitted. 

No one ever seriously thought the 
Morgan bill entirely repealing the Rob- 
ertson law had any remote chance of 
passing, but the real friends of modifi- 
cation stood prepared to introduce the 
bill outlined last week. It was to have 
been put into the senate by Senator 
John H. Bailey of Cuero, one of the 
liberal conservative members of the 
Texas legislature. 

When it was seen that the regular 
session was going to adjourn March 12 
it was decided to withhold the modifi- 
cation measure and let the Morgan bill 
be killed in committee so as not to 
prejudice the former when .the special 
session convenes. Accordingly the 
Morgan bill was adversely reported this 
week by the house committee. 

Big business in Texas, the oil inter- 
ests and the stockmen are all clamoring 
for more money and they believe that 
if the Robertson law is modified the 
life companies will put $35,000,000 into 
the state in investments. As a result 
they are strong for modification and 
will urge the new governor to submit 
the subject to the prospective special 
session which is expected to be called 
for March 14. 





Agents’ License Bill in Iowa 


A bill which would force life insur- 
ance agents to undergo a strict ex- 
amination before being granted licenses 
is pending in the lower house of the 
Iowa legislature. In addition to this 
“third degree,” rebating is prohibited 
by a fine of from $20 to $200 or com- 
mitment to jail. General agents or in- 
surers will not be permitted to pay these 
fines. In applying for a license, the 
agent must present an affidavit signed 
by some person of integrity along with 
an extended questionnaire which he 
must fill out relative to his qualifica- 
tions and intentions. 


Wisconsin Federation’s Plans 


The executive committee of the Wis- 
consin Federation announced Saturday 
that Mrs. Mary L. Fletcher, chosen 
executive secretary, will return to Wis- 
consin from Nebraska in a few days. 
A budget was adopted, covering $9,000 
for the year 1921 to operate the federa- 
tion. The total has been apportioned 
by cities by population, but principally 
on the basis of premium income, life 
renewals excluded. Milwaukee with a 
population of 457,147 is asked to carry 
$3,000 and cities such as Manitowoc, 
Racine, Madison, etc., from $150 to $450. 


Prospects for Year Good 


Following a trip through Wisconsin, 
ag Tharinger of the Old Line Life 
home office in Milwaukee said that 1921 
promises to be the greatest opportunity 
in the history of life insurance for the 
underwriter who knows the possibili- 
ties of service to old policyholders as 
well as new ones. General conditions 
of business at this time, he stated, have 
created a greater demand for savings 













































<= — ——— — ——— — —— ———— LL, 
FIGURES FROM DECEMBER 31, 1920, STATEMENTS 
Paid 
Gain Prem. Total Policy- Disburse- 
Admitted Capital Net usepess Ins. in Ins. Income Income holders ments 
Assets Stock Surplus 920 in Force in Force 1 1920 1920 1920 

Equitable Life, D. C....$ 1,434,066 $120,000 $ 33 ,213$ 7395, 690$21, 915, 392$ 3,647,367 $ 903,576$ 170,660 $ 576,526 
Federal Life........... 5,179,104 300, "000 2,197 16,370,563 46,427,362 10,290,872 1,245,551 2,243,722 468,392 1,746,725 
Grange Life, Mich..... 918,109 190,879 215'866 5,437,515 11,382,406 3, 576,228 344,698 400,453 56,640 226,258 
Inter-Mountain ........ 1,074,400 124,510 66,809 4,393,060 13,211,465 2,687,465 448,820 540,521 103,035 313,215 
Liberty Life........... Swi seeens 32,619 4,043,000 5, te, _———-. . seaane 172,567 179,699 5,051 147,492 
Omaha Life...........+. 703, 200 150,000 23,037 2,670,896 9,525,396 3,311,896 367,624 390,514 18,791 176,217 
Security Mut........00. is 351,829 3,897,744 14, 8: 26,633 _ 3,083/315 415,124 569,965 128,175 1,610 
Sun Life, Can 500,000 8,364,667 106. 891,266486,641,235 70,282,773 22,578,626 28,751,578 10,960,402 18,977,865 
Toledo Travelers....... 100,000 3,034 177, 475 1, 996, 883 64,508 72,082 85,702 34,642 54,05 
Union Mut.....ccccccse 19,135,045 .....-. 638,375 8,395,104 72,248,892 2,603,103 2,480,391 3,445,842 2,738, 484 3,622,323 
ces Dee...  peseee 460880 960880 ...0beeaes .. seanee ..onsane L-—532,349 L-—617,102 L-97. 418 L-32 0,107 
Wisconsin National..... 400,000 142,717 5,414,990 18,816,464 3,757,535 C-—103,475 C-—114,272 C-33;287 Co 96,265 
and protection than has ever before | insurance policy. This prohibition is | renting a suite of offices in the Majes- 


been realized. 


| 
| 
| 





Iowa Bill on Stock Sales 


The Iowa legislature is considering a 
bill by Senator Foskett prohibiting the 
sale or disposal of any corporate stock 


| along with the sale or issuance of any 


to be effective notwithstanding any ex- 
isting provision in the articles of in- 
corporation or existing contract. 


New Office in Detroit 


The Detroit Life 
town office at its home city in 


has opened a down- 
Detroit, 


tic building. The new office is in charge 


| of Vice-President John R. Walsh. The 


| 
| 


| home 


| troit city business. 


office of the Detroit Life is at 
Woodward and Forest avenues, which 
are not adequate to care for the De- 
Mr. Walsh already 
has a number of agents attached to his 


| office. 
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MEET AT INDIANAPOLIS | HAS VETERANS’ LEAGUE 
INDIANA NATIONAL HAS RALLY| FEDERAL UNION LIFE’S PLAN 
Forty-eight General Agents from Five | Some Departures Made By the Com- 
States Attend $100,000 Club pany That Will Add to Its 
Convention Popularity 
The annual meeting of the Indiana The Federal Union Life of Cincin- 
National Life’s $100,000 Club was held|nati has organized a ‘“Veterans’ 
at the home office in Indianapolis last | League,” which was announced in the 
week, with 48 general agents from five | recent agents’ convention. Five years 
states in attendance. Although this| of continuous worthy service by of- 
: ; agency meeting was decided upon for | ficers, agents or employes puts them 
ICA the time given only ten days in ad-|in the veteran’s class, and each five 
eM eO vance, it proved to be exceptionally | years of additional service adds to the 
yeni es eur successful, and the men brought in| benefits. In case of incapacity for 
with them as an evidence of a ten-day | work, a veteran is entitled to 5 per cent 
special effort $300,000 in examined and | of average yearly carnings if he or she 
paid-for applications. E. E. Webster, | has served for five years, 10 per cent for 
general agency manager at the home| 10 years, 15 per cent for 15 years, or 
office, made the short time decision in| 1 p¢r cent for each year of service. At 
favor of the meeting when he realized | age 70, a veteran is retired with an an- 
that the life insurance sales congress | nuity of 10 per cent ef average earn- 
which was being planned for Indian- | ings for the preceding ten years. This 
apolis would be of great value for his | Plan is quite unusual for a young com- 
men. The agency meeting was held| pany and as the present president, 
Thursday and the men then all at-| Frank Peters, and several of the super- 
tended the sessions of the sales con-| intendents and office employes have 
gress Friday. been with. the apy | — its — 
. ning, five years ago, the League has a 
Essentials for Success good start. 
Mr. Webster made the opening ad- The company and agents at their 
dress, discussing relationships between | recent meeting also organized a $100,- 
G te EAT E S) T field and home office.. Efficiency and | 000 club. In addition to the usual feat- 
loyalty, he said, are two powerful forces | ures of these clubs, a unique plan has I 
working for success. A third important | been found to compensate a manager 
quality was declared to be a strict ad-| who devotes profitable time with his s 
herence to ethical practices. This, he| men. If a manager has one- -third of ‘ 
| L L| N O| said, must be recognized if the life in-| his men qualify, he also becomes a I 
surance representative is to find real| member of the club. Qualifications of I 
satisfaction in his work. agents for this club are based upon or- c 
President C. D. Renick of the com-| dinary and industrial insurance. Each h 
pany extended a hearty welcome to the | $1,000 for $1,000. This plan will help 1 
out-of-town visitors and assured them | adds to an agent’s total, and each $3 d 
COM PA NY of the desire of the company to co-| increase in the monthly industrial adds a 
operate with them in every way for | $1,000 towards the club, while ordinary S 
their success. He also paid a high| on the annual basis, of course counts v 
tribute to Mr. Webster, and said that | $.1000 for $1,0000. This plan will help t] 
the men in the field could count on the | the business in all departments as it is d 
company backing him up. the company’s intention to push all 
S. L. Moore of Illinois spoke on the | branches of its business. 
necessity of cooperating with the home A new endowment policy has been 
office and adhering strictly to the policy | handed to the agents which has become al 
of the company. " | very popular. In one district in Cin- h; 
cinnati, 80 of these policies were placed uy 
Club Officers Elected the first week. It is a 20 year endow- th 
The afternoon session opened with | ment, between ages 1 and 14, being bi 
the election of officers of the $100,000 | called juvenile endowment and. there- 00 
Club. W. R. Hinshaw of Windfall, | after fractional endowment. It is for st! 
Ind., was elected president; LaVerne | $250, but is written on annual basis as lai 
Wilson, Indiana, first vice-president; | well as monthly, and unlike the usual we 
Charles Nichols, Indiana, second vice- | small- sized policy, less money is paid wl 
president; James R. Hamilton, Ken-| in than is received. Rate at age 1 is ste 
WANTS ‘eT elo) e) M E N tucky, third vice-president; Horace | $10.82; age 10, $11.18; age 20, $11.80; 21 
Smith, Arkansas, fourth vice-president; | age 35, $12.68. It has full death bene- 
A N D M. C. Rudd, Alabama, fifth vice-presi- | fit after age 10, and prior thereto, twice re; 
dent. the usual industrial death benefit. A fig 
Wi LL PAY W. A. Reed, state manager of the policy issued at age one may be left as sul 
T Hi E M WE LL Retail Credit Company, emphasized the | paid-up at age 21 for $850, in lieu of pe 
necessity of completing the application $250 cash, or the premiums may be ure 
as well as the inspection report. Com- continued for six years and 10 months for 
plete detailed information regarding | and the policy paid-up for $1,000. sta 
each case, he said, is necessary if the The Federal Union Life has made on 
company is to pass intelligently upon | STeat strides in its five years of exist- ver 
the acceptability of the risk. ence having $20,000,000 in force and the to 
Dr. W. E. Thornton, medical director | Company is now pushing harder than by 
of the company, compared the medical | ver for business. eve 
department of an insurance company - : ‘ , of 
in its relationship to business received Hubbard Quits Philadelphia Life of : 
at the home office as that of a “filter! William H. Hubbard, who has been tor 
station” which separates the good from | secretary of the Philadelphia Life since whe 
the bad risks as they come in. He| the inception of the company, tendered age 
said that it is always with regret that| his resignation at the annual meeting. at t 
risks are turned down. He has also been president of a promi- ; 
Following the banquet Thursday] nent financial institution for several , r 
evening, short speeches were made by| years, the business of which under his one 
Judge C. E. Henderson, counsel of the | direction has grown to proportions re- talit 
company; President Renick and Gen-| quiring his entire time and undivided crue 
eral Aaneay Manager Webster. The| attention. nd 
‘ - new president of the $100,000 Club was The vacancy — insu 
Insurance in force than $128 ,000,000 presented with the club emblem. All| Frank ag Raye anly B Te — 
then joined in a theater party. treasurer and by promoting T. C. whic 
Forty of the men present pledged | Knapp to the post of assistant treasurer. obje 
themselves to write $200,000 each dur-/| He has served the company in the Stan 
ing the coming year. treasurer’s department for 13 years. oo 
The other executive officers were all re- risk 
Senator McNaughton of Michigan has | ¢!¢cted. wowed 
introduced in the legislature a bill pro- _—_—_ 2 
viding for the valuation of insurance se- The International Life has declared a long 
ne 
















curities on the amortization plan. | 25 percent stock dividend. 
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Plan That Companies 
Follow in Rating Up 
Sub-Standard Risks 


BY M,. E, O'BRIEN 
President Detroit Life 


HERE are frequent requests made 
for an explanation of the system of 
rating up. Perhaps every agent has a 
sort of knowledge of the real reason for 
rating up. At the same time, a con- 
crete illustration might prove valuable 
in helping some agent to a more defi- 
nite line of argument which may be 
utilized advantageously in an emer- 
gency similar to this case. 
First of all, there is no rating up 
excepting when the risk is not a stand- 
ard risk. Admission of that fact is 
necessary before any explanation may 
be made. There was a time when no 
risks excepting standard risks were 
accepted for insurance policies. A risk 
is considered sub-standard by reason 
of facts developed from the examina- 
tion. Then it is only a question for 
some one to decide in what degree the 
risk is sub-standard. This may be 
only determined from the examination 
which divulges the various facts con- 
cerning the physical wellbeing of the 
prospect. 
* * * 
When you call upon a future policy- 
holder whose physical condition has 
made it necessary for the actuarial de- 
partment to rate him, it is wise to ask 
him if in his opinion a man aged 57 
should pay a higher rate than a man 
aged 39. Of course he will readily ad- 
mit that the older man should pay the 
higher rate and he will agree that the 
death rate at the age of 57 is, of course, 
higher than at the age of 39. On page 
134 of the rate book you will find the 
death rate at 39 is 9.59 per thousand, 
and at the age of 57 it is 21.33 per thou- 
sand. Now, that is the scientific reason 
why the man at 57 pays a higher rate 
than the man at 39. There will be no 
dispute on that point. 


* * * 


Let us go another step. Sub-stand- 
ard ratings are not the result of hap- 
hazard guess work. They are based 
upon actual records compiled by 50 of 
the leading insurance companies, and 
based upon actual results taken in 100,- 
000 cases. This investigation demon- 
strates that a man having the particu- 
lar physical qualifications (height and 
weight) and with other characteristics 
which he possesses from an insurance 
standpoint, the death rate is exactly 
21.33 per thousand. 

Under the circumstances, that is the 
reason why the rate is fixed at that 
figure. The premiums on all life in- 
surance are based upon the death rate 
per thousand. That is scientifically fig- 
ured out in the mortality tables. There- 
fore, if the statistics in regard to sub- 
standard cases give us an actual figure 
on the death rate per thousand, it is a 
very simple matter to advance the age 
to a point where the hazard is covered 
by the additional premium. There is 
every justification for a man at the age 
of 57 paying a higher rate than a man 
of 39. There is just the same justifica- 
tion for making a sub-standard risk 
where the death rate is as high as at 
age 57 normally, pay the rate required 
at that age. 

- 

The whole theory of life insurance is 
based on the American Table of Mor- 
tality. This table is the result of ac- 
crued data properly compiled. It is fair 
and square to the company and to the 
imsured. An agent frequently in deliv- 
ering a policy on a sub-standard risk 
which has been rated up will encounter 
objections. As a matter of fact a sub- 
standard risk cannot afford to go with- 
out insurance for a longer period than 
he already has, because the risk is his 
risk as much as it is the risk of the 
company. As an individual he may live 
longer than the ordinary man at 57, but 
the average man built as he is, will not. 
































ILLINOIS 




















































































































Plenty of Opportunity 
















In Ohio, Indiana and Illinois there 
are some mighty good opportunities as 
district agent for the Peoples Life. 


The Peoples Life is a good company 
to represent. It offers an extraordi- 
narily attractive line of policies and low 
guaranteed rates. It is a strong com- 
pany which has grown conservatively 
and soundly. 


Agents of the Peoples Life have a 
loyalty to the company which evidences 
itself in the way in which they stay with 
us. The officers of the company ap- 
preciate this loyalty, and in return are 
loyal to the agency force. Such loyalty 
and friendship can be based only upon 
the most satisfactory business relation- 
ship. 


PEOPLES LIFE 


Insurance Company 


Frankfort, Indiana 
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WANTED 
WE WANT A MANAGER 











in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal com- 
mission contracts to agents and salable policies 
to the public. The proposition we offer is un- 


usual. Correspondence confidential. 


GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 

















$50.00 A WEEK FOR LIFE 


while totally disabled from eitherinjury or illness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravelaccident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top clean conte on as py 2 year, Does it in- 
———___———— terest you so wri 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI 














W ANTED District Managers 7 rn 


THE GEM CITY LIF E INSURANCE CO. 
OF DAYTON, OHIO 


Write the Home Office for further particulars. Here's an opportunity for a 
good man to get in on the ground floor with a progressive 
young Ohio company 











To The Man Who Is Willing—and WILL 


We are prepared to offer unusual opportumitees for 
money-making page hg tod a competence 
‘or 


For Contracts and Territery, Address 
H. M. HARGROVE - President 


Beaumont, Texas 











Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miaitain 


Cash Capital, $200,000.00 V. D. CLIFF, President 


ini Gusces is OUR We have a contract for you under which your 











A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s “‘Easy Lessons in Life Insurance.’ $1.00, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. ° 














LIFE AGENCY CHANGES 

















Charles E. Lagerstrom 


Charles E. Lagerstrom has_ been 
named as district manager of the new 
National Reserve Life of Topeka, Kan. 
Mr. Lagerstrom formerly was adver- 
tising manager for the Topeka “Jour- 
nal,” but left this work nearly a year 
ago to go to California. He returned 
last week and took up his new duties 
Monday with the National Reserve, 
which is just getting its agency forces 
fully organized. 





Kansas Life’s New Appointments 


The reorganization of the agency 
forces of the Kansas Life of Topeka is 
now about completed. R. C. Ellis, for- 
merly with the Guardian Life, is the 
new general agent for Kansas for this 
company. He has announced the roster 
of his general agency force. Lee Wy- 
koff will be special agent. E. C. Hayes, 
formerly with the Metropolitan and 
Guardian Life, will be city manager, and 
Lewis P. Huggins, another member of 
the Metropolitan staff, will join the gen- 
eral agency staff of the Kansas Life. 
All of these men have had long experi- 
ence in the life insurance game and are 
expected to be top-notch producers for 
the Kansas Life. 





L. L. Montgomery 


L. L. Mongomery, former Y. M. C, A. 
lecturer and well known writer on sales- 
manship, has joined the Chicago agency 
of the Illinois Life. Mr. Montgomery has 
written much on the subject of sales- 
manship and his stuff has always been 
read with profit. 





W. A. Hewitt 


Wm. A. Hewitt is made gencral agent 
of the Northwestern Mutual Life at Port- 
land, Me. Mr. Hewitt spent his entire 
business life in the W. J. Fischer agency 
of the Northwestern at St. Louis. He 
was clerk, office manager, superintend- 


ent of the company field and personal 


producer. He succeeds Geo. E. Smith, 





who died in January. Mr. Smith had 
been general agent since 1905. 


Frank S. Mackovich 


Frank S. Mackovich has been ap- 
pointed general agent of the Detroit 
Life at Larium, Mich. He will work in 
three counties. He has been connected 
with the company for the last three 
years as an agent in the copper country. 


H. B. Leavitt 


H. B. Leavitt, appointed special agent 
for Western North Carolina by the Phil- 
adelphia Life, with headquarters at 
Asheville, is a veteran newspaperman. 
He was for many years editor and mana- 
ger of a leading newspaper of Havana, 
Cuba. He visited Asheville some six 
years ago to spend a vacation. A year 
ago he was advised by doctors to lo- 
cate in a higher altitude because of fail- 
ing health and decided to make Asheville 
his home. 





Life Agency Notes 


The Old Colony Life of Chicago has es- 
tablished an Iowa general agency at 
Davenport with J. E. Jenkins and Arthur 
H. Petersen in charge. 

L. J. Hartztheim, Beaver Dam, Wis., 
has accepted an agency for the North- 
western Mutual Life in his county, Dodge, 
with headquarters at Juneau, Wis. 

E. E. Clark, who has been connected 
with the home office of the Old Colony 
Life for 10 years as auditor, has gone 
with the Chicago office of the Travelers 
as agent. 

H. A. Chipman, for the past seven years 
an agent of the Equitable Life of New 
York at Austin, Minn., has been appointed 
assistant manager of the St. Paul office 
which has charge of Minnesota and half 
of North and South Dakota. 

Michael Montague has been appointed 
state agent for Illinois by the Philadel- 
phia Life. He is a novitiate in the life 
underwriting profession, but has _ for 
many years been actively identified with 
mercantile interests in Chicago, 

F. G. Galligher, Antigo, Wis., will rep- 
resent the New England Mutual Life of 
Boston, in Langlade county, Wis., ef- 
fective early in March. Mr. Galligher 
was for nine years chief clerk of the 
Ashland division accounting department 
of the Chicago & Northwestern railway. 











WITH INDUSTRIAL MEN 











Prudential News 


During the ordinary campaign held 
throughout the last half of January the 
two Indianapolis districts acquitted 
themselves in a highly creditable man- 
ner, producing between them a large 
volume of high grade business. 

A recent bulletin published by Division 
G showed that Indianapolis No. 2 lead 
by a margin of over $100,000 while the 
No. 1 district occupied fourth place. 
Each of the four leading assistants 
were Indianapolis men—Kohlsteadt and 
Harris of No. 2 being listed in first 
and second positon respectively, Merkle 
of No. 1 in third position and Day of 
Indianapolis number four. The di- 
vision’s leading agent was C. J. Cole of 
Indianapolis, No. 2, and out of 46 men 
listed, no less than 11, or about 40 
percent, were associated with either 
Superintendents Wainwright or Hughes. 

Agent Reinhard B. Seeger of the Mil- 
waukee No. 2 district is showing ex- 
cellent progress in industrial, is doing 
well in ordinary and keeps his debit in 
first class condition with low arrears and 
high advance payments. 

Agent Hilton M. Schuh of the Mil- 
waukee No. 1 district is evidently out 
for district leadership for 1921. At the 
present time he is credited with an ex- 
ceptionally good record in both indus- 
trial and ordinary. 

Agent Peter Switalski of the Mil- 
waukee No. 1 district is making splen- 
did progress in industrial and no doubt 
intends to exceed, by a good margin, his 
good record for 1920. 

J. Parmentier has been promoted to 
the position of assistant superintendent 
in the Lowell, Mass., district. He 
formerly operated as an agent in the 
same district. 





New Western & Southern Manager 


Edward Greusser of the Western & 
Southern of Evansville, Ind., left a few 





days ago for New Albany, Ind., to take 
charge of the Western & Southern office 
at that place as general manager. 


Farmers & Bankers’ Statement 


The Farmers & Bankers Life of 
Wichita, Kan., last year made a net in- 
crease of $2,880,887 insurance in force, 
on a paid for basis and had in force 
Dec. 31 a total of $31,018,650, which 
is stated to be the largest volume of 
business ever placed on books of any 
Kansas life company. The company 
made a gain of $619,568 in admitted 
assets (the greatest in the company’s 
history) and increased its unassigned 
surplus $76,242, now showing a _ sur- 
plus as to policyholders of $365,177, 
undivided capital of $275,000. H. E. 
Lindsley is president of the company 
and a large factor in its growth. The 
other officers are: Vice-president, J. H. 
Steward; secretary-treasurer, E. B. 
Jewett; assistant secretary, Frank B. 
Jacobshagen; medical director, Dr. J. L. 
Evans; actuary, John E. Higdon. 


C. A. Scholl’s Promotion 


C. A. Scholl, assistant manager of 
the Chicago agency of the Fidelity Mu- 
tual Life, has been appointed assistant 
to the manager of agencies at the home 
office. He entered the service of thé 
agency department at the head office 
20 years ago. In 1907 he became cash- 
ier of the Chicago office and a year ago 
took the position of assistant man- 
ager. 





The Northwestern Mutual converted 
$18,248,460 term policies last year as 
somperes with $18,730,990 the year be- 
ore 
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NEWS OF LOCAL ASSOCIATIONS 








TWELVE AVENUES TO SUCCESS 


Frank H. Sykes of Fidelity Mutual 
Tells Philadelphians How to 
Increase Production 


PHILADELPHIA, PA., March 1.— 
Speaking on the “Know How of Writ- 
ing Life Insurance” before the regular 


monthly meeting and luncheon of the | 


Philadelphia Lite Underwriters Asso- 
ciation, Frank H. Sykes, manager of 
agencies of the Fidelity Mutual Life, 


stressed strongly the importance of co- | 
Sykes pre- | 


operative education. Mr. 
sented twelve avenues, or attributes, 
which life men can use to improve their 


selling methods, thereby getting an 
increased production. 
“The agent must give time and 


thought to each one of these essentials,” 
he stated, “and if he does, his business 
is bound to increase.” 

Mr. Sykes, who was the only speaker 


of the luncheon, carefully planned his | 


talk so that it would carry an appeal 
for the life men to be present at the 
sales congress to be held in this city on 
March 11. He used a chart, with the 
various attributes outlined, to show why 
the men should be present at the con- 
gress. 
that they read “Come and learn.” Here 
they are: 


Confidence 
Optimism 
Method 
Expression 


Appeal 
Neighborliness 
Definiteness 


Listening 

Enthusiasm 

Application 

Resourcefulness 

Naturalness 

In closing his address, Mr. Sykes 
strongly urged the men to be present at 
the congress. Following him, President 
Arthur D. Murphy outlined the plans for 
the congress, which will be held at 
Witherspoon hall. The banquet in the 
evening will take place at the Adelphia 
hotel. The Harrisburg, Delaware, Tren- 
ton, Wilkes-Barre and Philadelphia 
associations will participate in the Phila- 
delphia congress. President Murphy 
announced that arrangements have been 
made to take care of 1,000 members. 

Mayor Moore, with an address of wel- 
come, will open the congress, followed 
by Orville Thorp, national president, 
Vice-President Winslow Russell of the 
Phoenix Mutual Life will speak on “Sell- 
ing Life Insurance—Why and How.” He 
will be followed by an open forum on 
the subject. Charles W. Scovel will close 
the morning’s program with a paper on 
“Business Insurance.” A five-minute 
open forum will be held after every 


paper. 

Barney Pearson will be the first 
speaker in the afternoon. Frank Betler, 
manager of the Fidelity Mutual Life, 


will then read a paper on “The Dollars 
and Cents Value of a Call.” An address 
will be made on “The Method of In- 
creasing Individual Policies” by a 
speaker not yet selected. Charles W. 
Scovel, talking on “Life Income Insur- 
ance,” will close the congress. 

Several prominent speakers have been 
obtained for the banquet. One of the 
after dinner speakers will be John Den- 
nis Mahoney. 

*x* * * 

Dubuque, In.—Preliminary steps look- 
ing toward the formation of a local 
life underwriters association here was 
taken at a meeting which was attended 
by 14 life insurance men. J. C. Garland 
was made temporary chairman and a 
committee composed of J. C. Garland, E. 
L. O'Connor, S. W. Mahlke and Charles 
E. Ward was named to look after the 
further plans for organization. 

+ 7 . 

Milwaukee, Wis.—What the One-Day 
Sales Congress can bring in the way of 
by-products” is shown in the report of 
Manford W. MeMillen, who was president 
until last week of the Milwaukee Asso- 
clation and head of the arrangements 
for the Milwaukee congress. The Mil- 
Waukee Association carried the entire 


The attributes were so grouped | 


| $36 “in the hole,” said Mr. McMillen, with 
one more committeeman to hear from 
and the possibility that the association 
will come out just even. The expenses 
were a few cents over $1,200. 
The sales congress netted the Milwau- 
| kee association exactly 68 new members 
| in addition to the 282 it now has. Also, 
five to the La Crosse association, five to 
|} Racine-Kenosha; four to Eau _ Claire; 
| eight to Madison and nine to the Fox 
| 
' 
| 
| 








River Valley Association. 
Mr. McMillen told of another “by- 
product,” that the clergyman who pro- 
|} nounced the invocation at the congress 
|} bought $2,000 more life insurance on his 
| way home in a street car from an agent 
who happened to be riding in the same 
direction. “We even converted the min- 
ister,” remarked Mr. McMillen, “so the 
congress must have been a tremendous 
source of good results.” 
. . > 

New England Women’s—The New Eng- 

|} land Women’s Association invited its 
| members to discuss “My most difficult 
| case and how I handled it” as a prelude 


|} to the business of its annual meeting, 
held last Friday and some very inter- 
esting stories were brought out which 


| 
| reflected high credit upon the intelligent 
+ unremitting efforts of the women under- 
writers in the face of seemingly insur- 
| mountable obstacles. Two new mem- 
| bers, Miss Edith Castle and Mrs. Beatrice 
Kimball of the Equitable, were admitted 
| to membership, after which the follow- 
ing officers were elected: President, Mrs. 
| Grace Coleman Lathrop, Equitable; first 
vice-president, Miss Anna S. Sturgis, 
Mutual Life of New York; second vice- 


president, Mrs. Susan V. Barker, Pru- 
dential; secretary, Miss Nellie M. Fee, 
Employers Liability; treasurer, Mrs. H. 


Melissa Leavitt, Equitable; executive 
committee, Miss Lucy M. Morrill, Equita- 
ble; Mrs. Emma J. Clapp, Equitable; Mrs. 
Marietta M. Newell, Mutual Life of New 
York; Mrs. Nellie M. Prothero, Equita- 


ble; Mrs. Ladora L. Cranston, Pruden- 
tial. 
‘ & © 
San Francisco, Cal—The monthly 


meeting of the Northern California As- 
sociation was held Tuesday, the occasion 
being a luncheon, The theme of the 
meeting was “Stabilizing Influence of 
Life Insurance as an Estate to Replace 
Personal Earning Power Lost Through 
the Individual’s Death or Old Age.” 

Gordon Thomson, actuary and vice- 
president of the West Coast Life, spoke 
on “The Money Value of Human Life.” 
J. C. Astredo, chief probation officer of 
the San Francisco probation court, spoke 
on “The Social Value of Human Life.” 
J. B. Duryea of the Penn Mutual spoke 
on “Getting Belief and Action,” under 
the subject of “Selling Plans,” while 
Alfred Matthews of the Provident Life & 
Trust spoke on “Endowments at 65-70 
and Annuities.” 

. . . 

Baltimore, Md.—Plans are now being 
completed by the various committees for 
the Southeastern Sales Congress to be 
held at the Southern Hotel, March 10. 
A program has been arranged for both 
the congress and the banquet to follow. 
Barney Pearson of Dallas, Tex., will open 
the sales talks with an address on “The 
Selling Process or the Strategy of the 
Sale.” This will be followed with an 
open forum during which agents will 
discuss the getting of prospects, methods 
of city soliciting and various ways of 
approach. Leonard A. Spalding of the 
Mutual Benefit at Baltimore will give a 
talk, illustrated by a chart and black- 
board, on “Estates Preadministered by 
Life Insurance.” Following this will be 
an open forum on “Life Insurance to 
Cover Inheritance Taxes.” 

National President Orville Thorp will 
deliver a talk on “Business Insurance 
and Life Insurance Covering Bank 
Credits,” followed by an open forum on 
“Business Insurance.” Charles W. Scovel 
will end the sales talks with a paper on 
“Monthly Insurance and Old Age Pro- 
vision for the Insured.” 

. . > 

Philadelphia, Pa—The .Philadelphia 
association will hold its Sales Congress 
March 11, The Harrisburg, Wilkesbarre. 
Trenton and Delaware associations will 
participate. The slogan of the congress 
will be “Better Salesmanship.” Arthur 
D. Murphy is chairman of executive com- 
mittee. President Orville Thorp of the 
National association, C. W. Scovel of 
Pittsburgh, ex-president of the associa- 
tion, Barney Pearson of Dallas, Tex., 
and Vice-President Winslow Russell of 
the Phoenix Mutual Life will speak to- 
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| The Prudential Insurance Company of America 
Home Office, Newark, N. J. 
Incorporated under the Laws of the State of New Jersey 
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Forrest F. Dryden, President 
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THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 


RESULTS OF 1920 
$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 








An Exclusive Life Reinsurance Company 





THe REINSURANCE LIFE GOMPANY 
OF AMERICA 


DES MOINES, Iowa. 


Prompt Service Full Coverage 


Attractive Contracts 


H. B. HAWLEY, President F. D. Harsh, Secretary 

















risk of the congress and came out only 





Indianapolis Life Insurance Company 
Insurance in Force $27,006,000.00 


OPERATES IN INDIANA, ILLINOIS, TEXAS AND MICHIGAN 
FRANK P. MANLY, President : 
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Onto National Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 
the best time to get connected with a solid com- 
pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 


and are buying life insurance. 

The Ohio National pays agents well for their work and 

backs them with all its power and facilities. 

Territory open in Ohio, West Virginia and Kentucky, 
Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 


President Secretary and Agency Manager 





gether with other prominent sales ex- 
perts. It is expected that there will be 
over 1,200 life insurance men in at- 
tendance at the meeting. 

. * . 

Pine Bluff, Ark.—The Life Underwrit- 
ers Association of Pine Bluff has been 
permanently organized with the follow- 
ing officers: Edgar Brewster, president; 
H. K. Knox, vice-president; Col. W. A. 
Gamble, vice-president; F. Garland May, 
secretary; Mrs. Mary J. Nowland, as- 
sistant secretary and treasurer; execu- 
tive committee, H. H. Knox, F. E. Le- 
Laurin, Col. W. A. Gamble. 

* * * 

New York City—At a special gathering 

of members of the New York City Asso- 





ciation sentiment strongly favored the 
employment of a paid secretary. An ad- 
vance in the annual dues from $5 to $7 
and enlargement of executive commit- 
tee to give preponderance thereon to 
soliciting agents instead of as now to 
general agents. Positive decisions upon 
all of these matters will be reached at 
the annual gathering to be held March 
15. On the 21st the association will hold 
a sales congress and in the evening of 
the same day will celebrate its thirty- 
fifth anniversary with a banquet. Orville 
Thorp, Franklin W. Ganse, Edward A. 
Woods and Prof. G. M. Lovelace will 
speak at the sales congress, while Com- 
missioner of Immigration F. A. Wallace 
and others will talk at the banquet. 
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Business issued in 1920 and amount in force December 3], 1920, in various commonwealths 

















Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - - $58,000,000.00 





JAMES A. McVOY 


Vice-President and General Manager 








The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it 


LEADS THEM ALL [8 KASSAS 


Home Offices Wichita, Kansas 

















Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 

1921 Will Reward Workers, but not Shirkers 
New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 
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Rew Business In Force 











Metropolitan ..... O 4,049,792 12,179,069 
Metropolitan ..... G 706,800 993,800 
Metropolitan ...... I 330,771 9,687,827 
Pacific Mutual ..... 4,400,748 10,462,308 
American Central .. 956,088 2,955,268 
care © GOR cecccs Oo 249,500 348,000 
nee ae GO, cccenen I 1,473,265 1,482,659 
State Life, Ia. ..... 1,115,881 4,401,653 
Reserve Loan ...... 1,151,672 2,590,872 
Federal Life 306,500 963,680 
SE a 868,987 2,872,889 
Kansas City Life 627,047 3,711,407 
Cotton States ...... 680,367 1,934,775 
American Natural.O 413,500 881,423 
American Natural..I 1,651,436 2,318,150 
Aetna Life ........ O 8,938,029 19,159,128 
b MOERO TARO oo cccess G 681,175 435,551 
Northwestern Mut... 289,000 2,615,876 
| 
CALIFORNIA | 
ba eee - _} 
DOR, cicnsrnnenees 11,790,905 45,363,359 
Equitable, Iowa .. 1,269,750 2,246,052 
Mutual Benefit .... 6,266,773 35,949,634 
National, Vt. ...... 3,350,488 12,657,134 
New ong. Mut 4,400,110 18,507,457 


Columbian National. 1, 801, 534 5,352,288 
Connecticut General. . ’ 
Equitable, N. Y..... 17,337,827 85,548,465 


Lincoln National 3,372,641 5,438,93 
Manhattan ......... 488,954 2,065,988 
*Mass. Mutual ...... 5,293,968 16,208,552 
Dewees LATO .. cess 15,399,991 79,252,446 
*New Eng. Mutual.. 4,400,110 18,507,457 
Providence L. & T.. 9,083,679 27,984,956 
Prudential ........ I 12,094,714 51,954,530 
Security, Va. ..... I 12,094,714 51,954,530 
Security, Va. ....... 258,430 862,964 
tUnion Mutual ..... 369,560 4,441,103 


*Includes $1, B76,920 transferred to State 
during 

tiIncludes $342,698 transfered to State 
during 1920. 

tIncludes $202,523 transfered to State 
during 1920. 


























| 

COLORADO | 
a 
Franklin Life ...... 273,624 402,946 
Bankers Life ....... 2,080,452 12,217,684 
Continental Assur... 36,500 151,960 
Union Mutual Life.. 241,009 1,585,121 
Union Central Life.. 5,031,026 16,365,778 
Pacific Mutual Life. 2,669,911 10,788,554 
Columbus Mut, Life. 2,500 First year 
DURES TAO 6 esiccces 1,598,700 8,494,122 
Metropolitan Life .. 5,446,856 12,537,740 
Mutual Benefit Life. 1,655,487 12,061,577 
ne BEER 206606en 866,511 5,463,474 
New Eng. Mut, Life. 235,786 5,149,895 
Pe BP .oveenesce 291,336 4,094,719 
Mass. Mutual Life... 757,925 3,987,182 
Kansas City Life.... 6,174,296 19,568,213 
National Life, Vt.... 1,461,533 1,346,279 
Federal Life ....... 70,318 96,318 
Capitol Life .......-. 4,722,745 17,340,304 
Equitable Life, N. Y. 3,539,998 13,756,171 
Equitable Life, Ia. .. 14,000 14,000 

SOUTH CAROLINA 

American National.. 40,000 30,000 


Atlantic Life ....... 3,237,531 10,404,246 
Equitable Life, N. Y. 6,354,121 23,369,462 


Fidelity Mutual ‘Lite 1,910,657 7,071,681 
Maryland Assurance 73,500 146,500 
‘New York Life..... -10,697,419 39,582,711 
Penn Mutual Life. 1,825,908 11,313,972 
Philadelphia Life .. 3,833,732 7,810,815 
Provident Life & Ac. 1,321,500 1,67 








New Business In Force 

































































Reliance Life ...... 2,734,184 4,514,004 
Union Central Life.. 2,314,258 9,997,162 
FLORIDA \! 
| | 
a eee 497,299 1,469,860 
Equitable, N. Y.... 4,609,799 17,734,734 
Fidelity Mut. ..... 370,307 2,592,456 
Mut. Life, N. Y.... 5,107,358 22,651,627 
Nat. Life U.S.A., Il. 35,500 72,007 
New York Life.... 8,529,534 33,144,691 
PruGential ......+¢. 1,004,216 5,790,574 
| 
IDAHO I 
Amer. ola L me. seecces 8 _ebeoece 
Equit. L. Assu. Soc. 3,042,642 8,565,845 
re 206,423 462,643 
oe, Be Thscscce 20,310 93,221 
New York Life.... 4,251,675 15,037,915 
Pacific Mut. ...... 89,198 725,377 
ESS aaa 8,193 298,004 
West Coast Life... 474,500 1,016,904 
| 
INDIANA 
| i 
Bankers, Ia. ...... 3,249,572 16,929,581 
Bankers Reserve.. 9,384 12,309 
Bankers Mut., Iil.. 80,500 248,000 
Columbian Nat.... 400,578 630,481 
John Hancock Mut. 4,932,605 29,331,792 
Metropolitan ...... 16,466,180 58,248,946 
weet. BAGO, Bh.c cece 1,717,500 6,651,000 
New England .... 2,465,333 14,849,442 
DO Me sonceces 3,110,330 15,837,966 
KENTUCKY | 
i 
—- - 3} 
ee 2,772,281 10,338,684 
Columbus Mut. .... 28,000 30,500 
Columbia, Ohio 1,113,000 3,164,396 
GE cccacceess 95,000 139,000 
Cn, Bes wsteees 1,302,387 6,819,713 
Federal Union ie 191,800 470,115 
Fidelity Mut. ..... 1,079,379 4,713,053 
BOERS, Ws Zeowseccce 727,460 3,981,552 
Manhattan ....... 403,125 1,732,116 
Mutual Benefit .... 10,817,209 58,845,979 
Metropolitan ...... 9,069,326 38,335,756 
Northwest. Mut. .. 8,301,227 41,142,579 
National, Vt. ...... 2,770,776 8,915,039 
New Eng. Mut.... 3,068,352 19,885,745 
Sn M. teen wen 522,096 992,746 
Bankers Life ....... 1,021,124 5,873,942 
Philadelphia Life ... 182,072 336,381 
National Life & Acc. 639,000 614,000 
Mass. Mutual Life .. 3,298,576 12,145,767 
Maryland Assurance 5,000 7,000 
Federal Life ....... 3,500 166,638 
Equitable Life, Ia... 482,750 1,931,079 
Equit. Life, N. Y...O 4,422,340 24,723,338 
Equit. Life, N. Y...G 1,514,400 3,121,500 
Columbian National. 228,234 789,707 
American National . 4,500 35,335 
United States Life.. 220,070 1,077,380 
GOS TEMES .ccccecs 23,000 157,000 
Pe DORE. ascceves 214,100 1,051,442 
Prudential ...... O 17,624,653 26,539,493 
Pradential .......- I 5,360,912 30,346,531 
Pacific Mut. ...... 1,739,719 5,411,144 
Prov. L. & Acc.... 152,500 188,000 
MORRO BEBE. ce cccsce 1,007,748 6,347,319 
re Mi socandes 65,580 1,138,671 
TO Bs ccccccs 49,887 371,111 
Weems Gee. cesene 4,162,649 17,003,092 
West. & South..... 743,000 2,661,575 
| MASSACHUSETTS 
———— 
Rastahive ieanoees 2,733, 296° 16,288,567 
Conn. General..... 5,726,588 18,939,736 
Comm. Mimt. ..cccce 3,096,710 20,376,204 
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Issued In Force 
Equitable, N. Y.... 16,902,076 84,627,410 
Fidelity Mut. ..... 1,471,334 5,184,267 
2 Beecoeees 1,178,526 5,549,593 e 
John Hancock. ...O 33,159,934 126,434,740 E h I G t d 
ates ReEGUCEG ||: Beek 8 BEB ERE? verything Is Guarantee 
nee. ah «sseeces 15, 149, 967 69. 107. 738 — = 
Metropolitan ...... E 94 193,179,082 N th a Est t d 
Meth. Min. Rel. 35,000 163,750 oO In a Ima e 
Morris Pian ....-- 164.450 146,450 
} ° PES séacne 739,67 0,693,18 : : : $ 2 as 
, nar °ssse: See ers Sette nee Agents selling life insurance find it of distinct ad- 
Premium rates reduced New Eng. Mut... 14,706,156 80,448,167 vantage these days to sell policies that carry absolute 
orthwest. Mut. .. 7,763,820 68,512,345 : 
September, 1920. Penn Mut. ........ Sssess1 43.618.267 promises backed by the legal guarantee of the cor- 
fi . Prov, L. & Tr...... 6,632,787 35,217,454 poration 
= State Mut. Mass... 8,395,608 56,978,986 P 
i All leading forms of poli 5, oer 10,691,228 41,028,532 
wr oR eee 3,473,909 23,931,136 
Cl1es itten. Union Mut., Me.... 1,535,972 5,805,343 am ue . 
Best of contractstoagents. J |__| € indlana ation e 
Twogeneral Agencies open MICHIGAN I "Y 
in Iowa. : nsurance Company 
° ° ° Agricultural ....... 4,934,250 9,522,288 
Write for information. Bus. Men’s Assur... | 33,000 33,000 ° ° 
Guardian ......... O 989,500 5,388,495 Indianapolis, Ind. 
SG shsnéaves BZ esessse 377 
Maryland Assur. ... 113,500 144,000 
LOUIS H. KOCH, President Morris Pl: ces 647,450 643,750 : 
, tn AN pallial © 3,175,580 12,523,203 sells only nonpartici poting imsurance. It is bed rock life 
. ‘ Merchants 44,000 1,334,000 insurance with no frills or fancy adernments. It is the stuff 
No, Amer. 572,500 1,644,583 that a al 1 
National American || oe ete 4.162995 14/963,984 pe eh Ay A. omy hy 7 — 
Phoenix Mut. ...... 2,099,462 8,333,655 protection they can buy fer every dollar depesited as 
Lif | C Reliance Life ...... 2,294,850 6,714, 318 premium. 
State Mutual ...... 2,063,378 10,273,41 * 
ire insurance 6. Bee, Ci kssseue 6.504.629 245024123 Our 1920 program is a progressive one that centemplates 
Burlingt 1 a vigororse and systematic campaign fer business. 
urlington, lowa 
° We have the pelicies and the agency centractr. 
MINNESOTA 
We have the heme office equipment and territery. 
ae 0 nay 029 879.59 We now need the men to carry the Indiana Nationa! ban- 
ACTMA cccccessses € 3,527, 6 14, 597 “ . 
Aetna we 982,600 1.879.375 ner into new stronghelds backed solidly by the whele 
American, Iowa ... 3,078 1,546,444 organization. 
Bankers, Iowa .... 2,0 054,100 11,180,429 
. ° Conn. Mut. ceeeees 108,546 8,924,723 Last year was a banner year in itfe imeuremee, This year 
Cent. ASGEP. wecece 257,65 7,627 : 
The Provident Life |) Gent Aviva ss: 238288 HES will be a still better one 
Cedar Rapids ...... 23,000 23,000 
and Trust Company |) occ Ssh 883 20899! 
Canada BBO. ccrccs 53,392 2,309,77 . 
p y Conn. General ...O 1,558, 760 4 hyd Address c. D. RENICK, President 
. e Conn. General ....G 157,90 243,7 
of Philadelphia Duluth Asso. ....M 334,950 _ 307,950 INDIANAPOLIS 
Pn scaceeee sen 1,794,901 5,600,296 
(Penna ) Equitable, Iowa ... tte ay erry 
Equitable, N. Y, ..O 17,385,247 : 7 1 ’ . : : : . 
" Equitable, N. Y. ..G 8,611,252 6,843,701 Open Territory for Illinois, Indiana and Michigan, with 
PUOMEME ccocccceess 651,108 1,024.9 t 
Fidelity Mut. ...... 617,872 5,482,568 coetract: thai well enteresi you 
Friendly ort, _Soc..1 sieass asst tis 
Pro . agen sell. Guardian, } . 1,704,82 ,251,7 
vident ts are yreat North, Lite’ ‘ 290,500 est 
ing only pro i Great West., Cas. .. 415,750 946,617 
not tection but Home, i, We weeece 2,928,586 11,100,871 
tisfa i John Hancock Mut 2,451,750 16,045,786 
= aten. Kansas City ...... 730,000 1 2:089,500 - " i. 
Lincoln Bae ecesese 5,559,600 0,387,700 
The pact who |) uteitae’ sie) The Guardian Life Health Service 
“ Mut. Trust ........ 4,954,345 12,680,681 
matures a Provident Long Midiand .......... 1'328,345 3,833,173 
. Maryland Assur. ... 5,008 10,000 A genuine service to policyholders—an unusual selling aid. 
Endowment is a center of Mutual, N. Y....... 8,640,080 45,853,605 y ; 
Merchants, Iowa..O 397,500 —1,342,918 — , : 
° © ° c > The results of health examinations under The Guardian Life, Insurance Company 
Provident influence in ety See tssasel 1.108802 2.472118 of America’s Health Service during the past five years: 
his community. + te Roca Mut. .... 2,602,032 13,632,961 34% were found to have some moderate physical impairment or defect 
t est Mut. .. 15,338,812 93,161,149 iri t  hoseieel 4 
Nat., U. S. A.. Cheo. 1.535.415 4.868.918 = ring some form o ygienic guidance or minor medical atten- 
No, Amer., Minn... 332,000 828,527 . 
Sew Woria ‘enne es 1,706,067 1,634,567 33% were found to have some moderate physical impairment or defect 
PROTECTION + THRIFT ==SATISFACTION ee Cee 65 8 | eee 224,100 requiring some form of medical supervision or treatment in addition 
North. States, Minn. 2,289,079 3,536,079 to hygienic guidance. 
Old Line, Wis...... 23 277,365 17% were found to have some slight physical impairment or defect 
ee Gee ccscccs yt H 4.f sawaes requiring observation or hygienic guidance. 
Phoenix Mut. ..... 1,964,543 9,323,061 13% were found to have some advanced physical impairment or defect 
Re meee nee ed D4 8 oea'aae ttt ty requiring systematic medical supervision or treatment. 
= Rite caer me Spt Pyne I 8.003.233 35,429,213 3% were found to have some serious impairment or defect urgently 
“SUS COMEPANY OF GO-OFERATION Provident L. & T.. 3,439,615 16,353,922 demanding immediate attention. 
> i 224,5 500 
er astcnin Ease s ya — +e Conclusive evidence of the value of this service to the policyholder. The Health 
Penn Mut. ........ 4,828,833 20,448,678 Service is os of the Guardian's compochensive, program of eevee - yh = 
DES MOINES Pacific Mut. ...... 2,348,565 8,310,331 while living very person protected by a Guardian contract is entitled to the privileges 
Reserve Loan ..... 1.365.500 3,198,764 of the Life Extension Institute without cost, including an annual medical examination 
Pe 2, <psesses 2,594,530 15,602,306 every year beginning with the third. 
Surety Fund ...... 1,542,260 7,396,101 
LIFE AND Security, Virginia.. 1,501,732 1,530,232 Service to policyholders is the best service to agents. 
Security Mut. ..... 2,347,064 11,678,969 7 a . 
Twin City ........ 1481,428 3,153,428 Th ¢ d Lif | C f Am 
ANNUITY Travelers Biguitie.. “taso00 749,000 e Guardian Life Insurance Company of America 
Union Central..... 3,650,530 15,214,199 (Established 1860) 
COMPANY Western Union.... 107,000 303,419 50 Union Square New York City 
For a direct agency connection, address 
MISSISSIPPI T. Louis Hansen, Vice-President 
We will insure the whole family! 
Ang plan, any age, either sex! Am, National ...... 773,254 1,622,713 
Atlantic Life ...... ‘ $1 1.088 abeeeees 
Equit. Life, N. Y. 2, , . ,782 
—— awit fate, No¥"- saree 1658678 |! THE STATE MUTUAL LIFE ASSURANCE COMPANY 
. os ae Missouri State Lite 1,674,193 4,907,310 
appreciate these days. Nat. Life, U. S. 1,124,991 3,926,646 OF WORCESTER, MASSACHUSETTS 
Pesesmnimehaci---: gates *RRRGEL Incorporated 184 
Phoenix utual ... ’ ’ ’ 
If it appeals to you, write Provident L. & A... 1,027,000 1,905,250 OW operating in 22 states and the District of Columbia—through its 
Reliance Life ..... 1,478,750 4,598,758 loyal and efficient agency corps produced in 1920—its 75th Anniversary 
Security Mutual ... 360,210 2,061,156 Year—the largest amount of paid business in the history of the Com 
Union Central ..... 2,314,608 11,395,603 pa 2 ry pany. 
HOME OFFICE United L. & A...... 40,530 224,581 In every department the Company experienced its most successful year. 
DES MOINES Bidg f B. H. WRIGHT STEPHEN IRELAND D. W. CARTER 
stead » IOWA | President Superintendent of Agencies Secretary 
NEVADA 
i 7 “Basy to read, easy to digest, easy to remember, easy to put at work making dollars for mo’—thus writes a 
TERRITORY ome, bi siete iSes7 oseity ‘payer of “Basy Lessons in Life Insurance,”".a text and review book with quis supplement. $1.00. = 
IOWA SOUTH DAKOTA || N"Wwo Mut. ........ 201,000 1,574,850 | | National Underwriter Company, 1362 Insurance Exchange, Chicago. 
Pacific Mut. ....... 74,107 632,643 
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bh Hotel La Salle has won this & 
ann title with an experienced and f% 
critical public because of its ms 

happy blend of old and fF 

new ideals. ‘. 





Hotel La Salle 


answers every modern demand 
in equipment, cuisine and ser- 
vice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 
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CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 














Probably Without Precedent 


EW Agents appointed by the Columbus Mutual 
Life during 1920 were responsible for one-fourth 
of the company’s gain during that year. 


In 1920 the number of Columbus Mutual Life agents 
was doubled. 


Two precedents thus probably were shattered. 


One of the agents who signed up in December with 
the Columbus Mutual hesitated nine months before 
making the change. One who came in during January 
hesitated four years. Are you still hesitating ? 


The Columbus Mutual Golden-Rule Agency Con- 
tract is the fairest yet devised. If you will write your 
name and address on the margin of this advertisement 
and send it to the company’s Home Office at Colum- 
bus, Ohio, a copy of this remarkable contract will be 
forwarded to you for examination. Such a step in- 
volves no obligation on your part. 


Renewals once earned, 
permanently owned 

















Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


Applications considered from reliable stock salesmen 
on new issue—20,000 shares—best of leads furnished 














CONGRESS AT DETROIT 





BREAKS ATTENDANCE RECORD 





Registration Showed 810 Present— 
Addresses Are Received with 
Absorbed Attention 





“IT wouldn’t have missed it for a 
thousand dollars”’—that is just one of 
57 varieties of opinions expressed by 
the salesmen who attended the Sales 
Congress of the Detroit Life Under- 
writers Tuesday. 

The congress was held in the ball 
room of the Hotel Statler. The room 
is crowded when 700 are seated; the 
registration showed 810 present at the 
afternoon session. 

“IT guess that’s the world’s record 
for a gathering of local insurance men,” 
said Fred Lawton of the Connecticut 
Mutual and chairman of the banquet 
committee. “Even Cleveland didn’t do 
as well as that.” 

Address Well Received 


Nat. Reese of the Provident Life & 
Trust, president of the Detroit asso- 
ciation, presided at the congress. The 
wonderful expositions of life insurance 
salesmanship by Orville Thorp, Charles 
W. Scovel and Barney Pearson have 
not received anywhere a more absorbed 
attention than in Detroit. 

John J. Mooney, president of the 
Michigan Mutual, gave the proceedings 
a happy start with an inimitable ad- 
dress of welcome to the visitors from 
Toledo and the nearby Canadian cities. 
T. C. Rice-Wray gave some useful tips 
on “What to Say During the First 
Minute.” Milton L. Woodward accen- 
tuated the importance of “Making the 
Diagnosis,” and Harold P. Trosper, a 
million a year man, told the insurance 
men what to say in “meeting objec- 
tions.” 

Tell How They Do It 

John L. Hindelong put them wise 
on “Legal Aspects of Corporation In- 
surance.” Miss Georgia Emery justi- 
fied the new attitude to the female of 
the species in her talk on “The Insur- 
ance Appeal to Women.” J. Fred 
Lawton, the captain of the “Four- 
Minute Men” in the recent Thrift 
Week campaign, made them all wonder 
if they were lying down on their sales 
work with his “How to Sell Fifty 
Weeks in the Year.” 

The congress adjourned at 5:30 to 
meet again two hours later for dinner. 
Nat. Reese was the toastmaster and 
created a new reputation for himself 
by letting the program speakers, 
Charles W. Scovel, Orville Thorp and 
Rev. William L. Stidger, have a chance, 
and not using up all the time himself. 


West Virginia Agency Meets 


The West Virginia agency of the 
Mutual Benefit Life in charge of Carroll 
W. Reed, celebrated the first anniversary 
of the new agency by a meeting of the 
field men at Wheeling. 

Percy C. H. Papps, head of the mathe- 
matical department of the home office, 
was present and was the principal 
speaker at the morning and afternoon 
sessions. He exhibited many charts on 
mortality, amortization, etc., which were 
highly interesting. 

The convention was closed with a 
dinner attended by a few representative 
citizens, the field, office and medical 
representatives of the company. John P. 
Arbenz acted as toastmaster, who intro- 
duced the following speakers: Rev. 
George E. Lockhart, on “Salesmanship;” 
Percy C. H. Papps, on “Financial State- 
ment;” Rev. James M. Potter, Dr. John 
L. Dickey, Dr. Andrew Wilson, Dr. James 
G. Walden and Benjamin R. Blackford. 


Equitable’s Boston Convention 


The “Beehive Agency,” as the Bos- 
ton general agency of Charles E. Town- 
send of the Equitable of New York is 
known, had a sales congress all its own 
the past week. The entire force were 
the guests of General Agent Townsend, 
who personally conducted the “experi- 








ence” meeting. Superintendent of 
Agents Walter E. Johnson and Second 
Vice-President Frank H. Davis of the 
home office were present and Resident 
Secretary Nathan A. Warren was a 
guest. Vice-President Davis, who was 
formerly superintendent of agents in 
Chicago, made his first trip to Boston. 
He reviewed the year’s record of the 
company and made a most favorable 
impression on the Boston men and 
women. 





HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 





W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 

















ACTUARIES 


—_— F. CAMPBELL 
CONSULTING 
ACTUARY 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 
29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











_— J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








_ C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 


T J. McCOMB 
e COUNSELO 
Premi 








0 R AT LAW 
_ CONSULTING ACTUARY 
ums, Reserves. Surrender Values, 
¢tc., Calculated. Valuations and Exam- 
imations Made. Policies and all Life In- 


Forms Prepared. The Law of 
Speci 
fasorapas Species OMA CITY 








J H. NITCHIE 

* ACTUARY! 

1523 i Bidg. 19S. LaSalle 
Telephone State 4992 CHICA 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








Consuttinc Actuary 
402-404 Kraft Buildin 


Pe seme S. WITH INGTON 
Tel. Walnut 3761 DES MOI IOWA 
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LIFE INSURANCE EDITION 











ST. LOUIS SALES MEET 


SUCCESSFUL CONGRESS HELD 





Assistant Counsel of the Northwestern 
Mutual Life Was Chief Speaker 
at Banquet 





The St. Louis Life Insurance Sales 
Congress was a real success. The ban- 
quet the day preceding the real opening 
of the Congress, was a fitting opening 
for the big meeting. 

F. Benton Miller, Phoenix Mutual 
Life, president of the St. Louis Life 
Underwriters Association, acted as 
toastmaster. H. M. Laflin of Milwau- 
kee, assistant counsel of the North- 
western Mutual Life, was the principal 
banquet speaker. In speaking of the 
great problems by which the nation is 
faced today he brought out very forci- 
bly the lessons to be learned from past 
history and continuing along this line 
he said, “The laws of history are as 
immutable as the laws of physics. With 
nations and institutions as with men 
the wages of sin is death. Character is 
the basis of all enduring civilization. 

“*You have a most praiseworthy am- 
bition to raise your vocation to the dig- 
nity and standing of a profession. f 
you are to succeed you must build upon 
character. It will not suffice to adopt 
eloquent and high sounding resolu- 
tions. The ethics and discipline of your 
profession you must rigidly enforce. 
You must purge it of the rebater, the 
twister, and the prevaricator, as the bar 
outlaws the shyster and medicine the 


quack. ; 
“In 75 years the heroes of life in- 
surance have been hammering home 


principles, ideals, vital to the develop- 
ment of an exalted citizenship. Every 
policy delivered is a guarantee of the 
perpetuity of our republican institu- 
tions. - Every premium paid makes a 
better, a more substantial citizen. Mil- 
lions of Americans are enlisted in a 
magnificent army of policyholders,—an 
army that exists not to destroy but 
fulfill, that brings not a sword, but the 
glorious blessings of peace. 


Labor of the Men 


“Heroes of peace. In every truth the 
life insurance salesman labors for the 
safety and sanctity of the republic, for 
the rights of man and the majesty of 
the law, for the education of ignorance, 
for the lifting of poverty through self- 
help to comfort, for the dignity of the 
home and the laughter of little children, 
for business stability and integrity, for 
social beauty, for national glory, and 
human welfare. Surely this is an avo- 
cation that should challenge the brawn, 
the brain, the imagination of America’s 
most gifted sons.” 

The banqueters were very finely en- 
tertained, not only by the wonderful 
St. Louis “over-seas” quartet which 
the patriotic citizens of St. Louis sent 
to the trenches during the war, but also 
by Miss Miller, talented daughter of 
F. B. Miller, president of the St. Louis 
association, who pleased those present 
by several excellent vocal numbers. 

The association had as its guest at 
the banquet J. R. Paisley, president of 
the Standard Life of Decatur, Ill. Mr 
Paisley was called upon by Toastmas- 
ter Miller for a few remarks and he 
kept all present in good humor with 
several excellent stories, also impress- 
ing upon those present the qualities of 
Washington which made possible his 
wonderful leadership. 


The morning session of the sales 
congress was opened by F. Benton 
Miller, president, who warmly wel- 


comed the life insurance men. Richard 
H. Calkins took the chair and intro- 
duced Orville Thorp, president of the 
National Association of Life Under- 
writers. Barney Pearson appeared next 
on the program with his talk “Selling 
Process,” which scored a big hit with 
the life insurance men present. 


If | 


“Life’s Measure to Provide a Monthly 
Income for the Family and Insured’s 
Old Age” everybody took part in the 
complimentary luncheon served by the 
St. Louis association. 
Ww. C. Flynn Presided 

session opened with 
Warren C. Flynn presiding. The 
afternoon program was taken up by 
addresses by Orville Thorp on “Life 
Insurance to Cover Federal and State 
Inheritance Taxes” and Mr. Scovel’s 
talk on “Business Insurance to Re-en- 
force American Credits,” and also a 
most excellent paper given by F. Ben- 
ton Miller, president of the St. Louis 
association, on “Underwriting the Edu- 
cation of America.” Mr. Miller pointed 
out very forcefully by the use of actual 
figures the large number of American 
children that are not allowed to re- 
ceive a proper education. 

He said, “The day may never come 
when life insurance for educational pur- 
poses will be written in sufficient 
amounts to give every junior citizen an 
education, but it is your duty and my 
duty as life insurance salesmen and 
saleswomen to spread the possibilities 
of life insurance so that men and 
women everywhere will know what le- 
gal reserve life insurance is and what 
it does. When this has been accom- 
plished orphan asylums and other insti- 
tutions will not be necessary, for it is 
ignorance and lack of true education 
that makes these places. Instead of 
these institutions we will have our 
schools and colleges filled with our boys 
and girls. With that thought in mind 
I look forward to the new day when 
the life underwriters will stand forth 
in a more radiant light, a monument to 
devotion discouraging our obligations 


The afternoon 





|} to our generation.” 


FARMERS NATIONAL MEETING 








Agency Forces of Two General Agen- 
cies Hold Joint Educational 
Gathering at Quincy, IIl. 





President John M. Stahl of the 
Farmers National Life of Chicago has 
arranged for sectional field meetings of 
agents in order that educational work 
can be done in a systematic and effec- 
tive way. This week there will be a 
joint meeting of the field forces of the 
Western Illinois Agency at Quincy un- 
der Bert E. Chatten, manager, and of 
the Northeastern Missouri Agency at 
Palmyra, Mo., under Manager Clyde 
Phillips at Quincy. President Stahl, 
Agency Director William Morrison and 
Actuary Marcus Gunn will be present 
at the meeting at Quincy. The pro- 
gram is as follows: 

WEDNESDAY AFTERNOON, MARCH 2 

1:30 Meeting called to order. 

Song, “America,” by all agents, 

“What a Life Insurance Policy Is and 
How It Should Be Sold,” William Mor- 
rison, agency director. 

“As a Minister Sees Life Insurance,” 
Dr. F. A. McCarty, Pastor Vermont Street 
M. E. church. 

“Actuarial Side of Life 
Marcus Gunn, actuary. 

“The Good That Life Insurance Does In 
the Settling of Estates,” J. Frank 
Garner, states attorney. 

“What Should Be Done to Renew Busi- 
ness,” A. O. Hughes, head of renewal de- 
partment. 

“Preparing An Applicant for An Ex- 
amination,” Dr. Warren F. Pearce, medi- 
cal examiner at Quincy, Il. 

“What a Banker Thinks of Life In- 
surance,” J. R. Pearce, vice-president, 
Ricker National bank, Quincy, Il. 

WEDNESDAY EVENING 
- 6-06. Banquet. President Stahl’s De- 
ght. 
After dinner “Pep Talk,” by Robert 
Potter, secretary, Y. M. C. A., Quincy, Ill. 

Music—Instrumental: Miss Helen Rott- 
meyer; Mrs. Bert E. Chatten, ac- 
companist. 

Music—Vocal: 
Bert E. Chatten. 

THURSDAY MORNING 
Chamber of Commerce Building 


Insurance,” 


Miss Alma Swope and 


8:00. Breakfast. 

9:00. Meeting called to order. “Ques- 
tion Box.” Opened and dissected. 

10:30. General discussion. 

12:00. 


Noon-day lunch. 


As in previous years, March has been 
designated by the agency department of 
the Philadelphia Life as “President's 
Month” in honor of being the birth month 





Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 








J.F.Uehling, Secretary 








The Giant of the West 

















Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 





“SAFE AS A GOVERNMENT BOND’ 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT “° MONTHLY INCOME INSURANCE, 
FOR FACTS 





Openings OHIO,IND,, KY. MICH. and W.VA. Write Columbus 





The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 











‘‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 














After Charles W. Scovel’s address on 


lof President A. J. Maloney. 





WANTED 


A General Agent for Cincinnati 


By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here's a life-time opportunity 
for the qualified man willing to work. 
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SEES GREAT FIELD IN TEXAS 


President Stadden of Franklin Life Ad- 
dresses Agents at Gathering at 
Fort Worth 


FORT WORTH, TEX., March 1.— 
That Texas is a veritable gold mine 
for the wideawake insurance man; that 
the people are thrifty and can be in- 
terested in life insurance, and that they 

are going to have it, is the opinion of 
’ George B. Stadden, president of the 
Franklin Life of Springfield, Ill., who 
has been in Texas looking over the sit- 
uation. He has been spending some 








time at the Fort Worth offices of the 
company and made his’ statements to 
the North Texas Division of the Frank- 
lin when more than 100 wideawake 
agents were assembled to learn just 
what the opportunities in Texas are and 
what are the best methods of going 
after those opportunities. 

Mr. Stadden declared that out of 
every 100 persons in Texas only eight 
are carrying life insurance. He told 
the agents that his investigations in 
Texas convinced him that the people 
as a whole are thrifty, saving and would 
willingly invest in life insurance when 
the proposition is put up to them in the 
right manner. He thought that life in- 





ARE YOU THE MAN? 





ability. 





A liberal General Agent’s contract for the state of j South 
Dakota with a progressive Northwestern Life Company. 
A first-class opening for an aggressive man of integrity and 


Address 82-Z, The National Underwriter 
Chicago, Illinois 











Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 


period 
tionary period. 
ability. 


anniversary. 





of the insuring public. 





For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 


Payments begin immediately on approval of claim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 














= 


surance as an investment, as a means 
of saving and as a straight business 
proposition would appeal to the people 
of the state and suggested that the 
agents try it out. 

Mr. Stadden stated that the ‘three 
leading states in the Union have seven- 
teen out of every 100 persons insured 
and that there is no reason why the 
insurance agents of Texas cannot in- 
crease the present low percentage in 
the state from eight to seventeen. That 
would mean almost twice as much in- 
surance in force as now, but he believed 
that hustling would put the state on 
that mark. 

The Franklin agents left the conven- 
tion determined to do their share toward 
increasing the ratio in Texas. The 
Fort Worth district is one of the larg- 
est the Franklin operates. It extends 
from El Paso to Texarkana and from 
Waco to Oklahoma City. It covers the 
richest sections of the state and is in 
charge of Claud G. Allen. 


Montana Life’s Report 


The Montana Life will devote its at- 
tention during the year toward de- 
veloping outside territory, including 
California, Utah, Oregon and Wash- 
ington. It has recently been licensed 
in California and while it has been ad- 
mitted to the other three states for over 
a year, it has not covered the field as 
thoroughly as it intends to now. The 
Montana Life increased its net surplus 
last year $29,969, bringing the item up 
to $359,317. In addition it paid a divi- 
dend of $25,000 to stockholders. The 
northwest territory, especially in North 
Dakota, Montana, Idaho and Wyoming, 
has suffered serious drouth conditions 
for the last four years. Notwithstand- 
ing this situation the Montana Life 
moves along in a very substantial way 
and now has business in force amount- 
ing to $35,379,261. H. R. Cunningham, 
the vice-president and general manager, 
is the main figure in the company. 


D. G. Buck has been appointed cashier 
of the Boston office of the Aetna Life 
and affiliated companies to succeed C. E. 
Eliot, 
manager. 





DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
capacity te pay for a reasonable 
ae Lahde 
regularly—good busines placers 

steadily needed: 

Union Mutual Life Insurance Co. 

PORTLAND, MAINE 

Address: Albert E. Awde, Supt. of Agencies 








It does 3 things: 


@ Gives every Agent a Square 
Deal. 


q Pays equal compensation for 
equal work. 

q Affords every Agent the 
same opportunity for ex- 
pansion and organization 
building. 

These are three things which 
most agency contracts do not do. 

Does yours? 


Ask about the Square Deal Contract 


Madison, Wisconsin 








who assumed the duties of office | 





—A Southern Company desires 
to engage the services of a 
competent actuary. 

State date and place of birth, 
also past experience. Address 
94-L, National Underwriter. 





A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of imterest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reeerve. 




















M.E. O'BRIEN, Pres. 


December 31, 1911 
December 31, 1913 


December 31, 1915 


Dec. 31, 1920 . 


*“*THE COMPANY OF SERVICE”’ 


The Detroit Life Insurance Company 


FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 
PYRAMIDS OF SUCCESS: Insurance in Force 


$1,729,970.60 
. $4,051,150.00 
-  $7,199,500.00 


December 31, 1917 . $11,750,811.00 


$22,034,966.00 


JAMES D. BATY, Sec. & Treas. 


A fine opportunity forlive agents 
to associate with a rapidly pro- 
gressing company. 


FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for .Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, IHinois and Kentucky 

















CONTINENTAL LIFE INSURANCE COMPANY 


Assets, $3,566,304.16 


Our Policy Forms Contain the Following Provisions: 
dental death, Total and permanent disability benefits, Partial disability benefits, 
Surgical operation benefits, Annual dividends, Optional methods of settlement, Pre- 
mium loans, Cash loans, Extended insurance, Paid up insurance, Cash surrender values, 
Insurance to cover policy loans, Installments certain-Participating, Installments 
continuous-Participating. 
Very Attractive Agency Contracts te Reliable Men 


JOHN W. COOPER, President 


Insurance in Force, $32,000,000.00 
Double Indemnity for acci- 


Kansas City, Missouri 


37,005 PEOPLE 


wrote to us last year and asked for an ifhzs. 
tration of our “Income for Life” at their age. 
This valuable lead service our 
1919 business showed a gain of 81 per cent. 
The Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 
A few agency openings for the right men. 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pre. PHILADELPHIA 

















SPECIALISTS GATHER THE IN- 
FORMATIONTHAT APPEARS IN 
The NATIONAL UNDERWRITER 
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